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Is the Shoe Game Worth While? 


Paul Jesberg Tells Why He Is Proud to Be a 


The morale of our craft is at low 
ebb through the fact that so many 
shoe men are down in the mouth, and 
their pessimism communicates itself 
to the salespeople around them. What 
we need more than anything else is a 
quickening of spirit and the rebirth 
of a feeling that there 1s both oppor- 
tunity and profit to be had in the 
merchandising of shoes, in the pro- 
duction of shoes, and in the service 
properly rendered the public, and in- 
cidentally a fair profit in the game. 
—EDITOR’s NOTE. 


AN a shoe man be an idealist? 
(sm: hard-boiled chap _ will 

arise and say: “Not on your 
life. The shoe business knocks all 
the idealism out of a man. Idealism 
and shoes will not mix, any more 
than hooch and gasoline. It is not 
in the cards. Shoe men are too busy, 
too much troubled, too little appre- 
ciated to be idealistic.” 

The RECORDER has disproved all 
that. In the course of a talk with 
Paul Jesberg, Los Angeles, the RE- 
CORDER man uncovered an idealist. 
Paul is a big operator, responsible 
for several busy stores, and yet he 
finds time to mix a lot of the milk 
of human kindness with his daily 
business grind. 

It would be an inspiration for the 
readers of this publication to sit 
down opposite Mr. Jesberg at his 
desk and just listen for half an hour. 
He talks interestingly of shoes, but 
when he attacks some of the evils of 


Shoe Merchant 


the trade he speaks with the tongue 
of an evangelist. 

Having arrived at that stage in a 
business man’s life where he can look 
back over a long life of up-hill climb, 
surmounting obstacles that would 
discourage the average, Paul Jes- 
berg views the shoe business with a 
retrospective eye and peers into the 
future a long way. 

“Sometimes I am proud to say 
that I am in the shoe business,” he 
said earnestly. “But when I take off 
some shoes and see what some so- 
called shoe man has done to a foot I 
am almost ashamed of my calling. 
Why, it is a crime to cripple people 


Paul Jesberg of Los Angeles 


as I see them crippled. And what 
are we going to do about it? What 
can we do? I read the article in the 
RECORDER on the subject of fitting 
und misfitting children, and I check 
with you on every word of it.” 


on the trade. We are doing a 
pretty good job with the learning we 


ee still we cannot be too hard 


have.” Here this enthusiast leaned 
forward and emphasized each word 
he uttered. “Are you aware of the 
fact that we are the only industry 
that has no text book? Think that 
over. The only industry that does 
not supply a beginner with some- 
thing in the way of an instruction 
book. When a young man wants to 
become a shoe man what does he do? 
He goes to some shoe man and gets 
ajob. Then what? He is put to work 
in the warehouse or stockroom. He 
works as a general utility man for 
a time. Then he gradually gets out 
eon the floor. Who instructs him? 
What has he to guide him? He picks 
up information like crumbs from the 
floor. Some kindly elder clerk may 
give him some pointers. Some of 
these may be good and some may be 
bad. Who knows? How is the be- 
ginner to know? 

Mr. Jesberg leaned back and re- 
flected for a moment, and went on: 
“T recall an attempt made to organ- 
ize a class in selling here. We ex- 
pected a small interest but were 
amazed to see how many men turned 
out to learn. Some of them were 


[CONTINUED ON PAGE 59] 
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O. K. Johnson, Associate 
Editor Specializing in Mer- 
chandising Practice. 


Testing Station on Merchandising 


Practice 


A Great National Service Established by the Boot and Shoe Recorder 
to Better Merchandising Methods Through Direct Counsel 
to Merchants on Their Troublesome Problems 


HEN a man can tell his 
problems to somebody who 
knows how to do things and 
where to get facts he finds a way out 
of his difficulties by the direct coun- 
sel given. Many a merchant has 
said “I have gone to conventions and 
listened to speakers and tried to put 
into practice those wonderful things 
discussed. When I returned to my 
store I found that they were not 
quite pertinent to exactly my situa- 
tion. I have been somewhat dis- 
couraged on how to get the practical 
advice that I need on some problem 
that has been irritating the progress 
of my own business.” 
The Boot AND SHOE RECORDER has 
therefore organized a department on 
merchandising practice—a_ testing 


station in the form of a.confidential 
service to the individual retail shoe 
merchant who wants to know how to 
do things in his town in a way that 
will make his store a success. This 
new department, under the manage- 
ment of O. K. Johnson, fills a place 
in the industry of great service- 
ability. Naturally it is a service 
rendered only to subscribers and 
carries with it the necessity of a 
clear statement of the merchant’s 
difficulty and a frank picture of his 
actual condition. 

Such publications as Good House- 
keeping and Modern Priscilla have 
established proving plants where 
articles of food and household utility 
are tested for their values to the 
housekeeper. The RECORDER might 


readily start a test shoe store, within 
which it might investigate and set 
its approval on methods of merchan- 
dising, and the apparatus used in 
store practice. We had thought of 
that, but think better of the plan 
of a national testing station of mer- 
chandising practice where if a prob- 
lem in small town store management 
comes up Mr. Johnson can test it out 
in some store of a similar type, there- 
by benefiting two merchants. Then 
if the story is told in the RECORDER, 
without names or locations, hundreds 
of merchants might find a parallel 
situation in their businesses. It is 
the case system used in law study 
and now made the foundation of 
education in Schools of Business 

[CONTINUED ON PAGE 47] 
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Solving a Merchant’s Problem 


How the Department of Merchandising Practice 
Functions in Actual Case 


THE INQUIRY: 
department. 


I am about to open a bargain basement shoe 
We are now closing out our men’s shoes in our shoe 


department, and will put all odds and ends left over down in the 


basement, 


in ladies’ and children’s down to the basement. 
general stock, although mostly junk. 


We will also put all odds and ends and undesirable stock 


So we will have a 
I expect to handle new shoes 


bought in the cheaper grades for the big end of the business, as well 
as odds and ends from the upstairs department. 

What gross profit shall I add to my inveice price on new goods? 
How should I arrive at a cost on goods brought from upstairs to show 


a fair margin? 


I buy just a little of the real cheap novelty shoes for ladies? 


Should $4.95 be my top price on all shoes? Should 


Do 


you advise displaying one shoe only, leaving the other in the box? 
Is it a good policy to give extra good values to get a fair volume the 


first year? 


Is a window space necessary? 


—From Large Store in the Dakotas. 


IRST, your questions: 
F Put a mark-up of 30, 32, 

331/3 up to 35 per cent on 
the new goods you buy, according 
to their worth in the eyes of the 
buying public. This margin will 
give you a real profit, if you keep 
expenses low. 

Consider separately every style 
you are going to buy from the up- 
stairs shoe department: Ask your- 
self the question, “How shall I have 
to price this shoe to make it sell 
readily and quickly?” Having de- 
cided this point, pay the upstairs 
department 75 per cent of this price, 
so as to leave a mark-up on your 
basement goods of 25 per cent. 

You should have a strong line at 
$4.95, for women. It should be 
carried in a full range of sizes 
from 2% to 9. Perhaps you will 
not need to have any higher price, 
except in the case of arch-supporting 
shoes, which you are rather certain 
to find good sellers, and which you 
could scarcely sell at less than $6 
for oxfords and pumps and about 
$7.50 for boots, if you feel that you 
are obliged to carry a few high 
shoes of this type. 

You should not “buy just a little 
of the real cheap novelty shoes for 
ladies,” if you mean a line to sell 
at about $3.95. You should buy a 
lot of them. Buy all you can get in 
the styles you desire, if the run of 
sizes is good. Don’t buy a lot at all 
if the sizes are not right. You can’t 
afford to be fighting end sizes in 
your stocks. But on the question of 
novelties, women want them, rather 
than staples. You can’t have too 


many novelties, if they are good, in 
a basement department. 

Regarding the display of shoes in 
basement stocks, they should be 
shown on tables, both right and left 
shoe taken out of box and tied to- 
gether. Only one pair of a size and 
width should be shown at a time; 
the rest of the goods should remain 
in their boxes in surplus stock. In 
displaying stock, the goods should 
be arranged on tables according to 
sizes; for instance: 2% and 3 and 
31% on one table; 4 and 4% on the 
next; and on other tables, in order, 
5 and 5%, 6 and 6%, 7 and 7%, and 
8, 8% and 9. People who buy in 
basements want to handle the mer- 
chandise. You can’t sell it without 
displaying it in plain sight in your 
full range of styles and sizes. And 
remember that the people want to 
buy the very pair they look at on 
the tables. They do not want to 
pick out a pair on the tables and 
then find that you go to a box and 
get another pair to have wrapped 
up for them. Wrap up and hand to 
them the pair they pick out and 
then go to surplus stock and take 
a duplicate pair to put on the table 
to keep the assortment complete. 


HE best policy in the world, for 

a shoe man opening a basement 
department, is to decide at the very 
beginning of his planning that he 
will give wonderful value to his 
customers. This is a secret of suc- 
cess in basement selling, to keep 
values unusually good. As for the 
first year, the best way is to price 
everything rather closer than you 


might do ordinarily, so as to im- 
press the public, from the very 
start, with the thought that they 
can buy wonderful values at lower 
prices in your basement department 
than they can get anywhere else. If 
you can’t convince the public’ of 
these two things—good values in 
combination with low prices—you 
can never make a success in build- 
ing up a steady business in shoes in 
a basement department. 

If you want to get business in a 
basement department, you’ll have to 
advertise the department and its 
merchandise. You will want to use 
window displays rather often, put- 
ting in especially strong displays 
when you are in receipt. of ship- 
ments of new shoes, and at the times 
when you hold clearance sales of 
basement stocks. It will pay you to 
use newspaper advertising, prac- 
tically every week, to emphasize good 
values and low prices. You will 
usually want to have these advertise- 
ments illustrated with pictures of 
the shoe styles on sale. Display 
cards and signs should be used 
generously in the department itself. 
Large signs to identify the location 
of the department to all who go 
down into the basement should be 
shown in conspicuous places. Every 
table must have a neat attractive 
card, giving at least the sizes and 
the price of the goods shown upon 
it, and often bearing some phrase to 
attract attention and interest to 
some feature or characteristic of the 
merchandise. Advertise, or the 
people won’t know you have a base- 
ment department. 


OU will, of course, check up the 

above suggestions on prices with 
data regarding the competition in 
your own city; for after all, you will 
have to sell goods in competition 
with other stores, no doubt, and 
what their policies are and what. 
they do may have something to do 
with your decision on policies and 
methods. That is, you can scarcely 
sell shoes in your basement depart- 
ment at a margin much, if any, 
above that prevailing in other 
stores in your community. And ‘if 
you are ambitious and aggressive, 
you can build a successful business 
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on the platform of better values and 
lower prices. 

So you will use your own judg- 
ment on questions of pricing women’s 
shoes at $4.95, $3.95, $3.69 or other 
figures; but consensus of opinion on 
pricing basement goods is that the 
price must be an odd one. It is also 
to be expected that there will be 
times when you will have display 
tables covered with women’s shoes at 
$1.98 or even as low as $1 per pair. 
For prices must be low enough to 
sell the goods quickly. If accumula- 
tion of stock is disastrous for the 
regular shoe department, it is ten 
times more so for the basement de- 
partment. Don’t let any stock hang 
around. If the first price you put 
on it does not move it quickly, cut 
the price again and again and 
again, if necessary, to persuade the 
public to buy. 

When it is necessary to do some- 
thing out of the ordinary to get a 
lot of shoes moving, change the 
price, as suggested above, and 
sweeten up the display by slipping 
in with the stock previously dis- 
played some new styles not shown 
before, and mark the whole lot at 
a price different from any of the 
prices you usually advertise. If your 
nearest price is $3.95, make the new 
price $3.87 or $3.83 or some other 
odd combination of figures. Thus, 
everything on this table will look 
different to the public; and this is 
very desirable, because buyers in 
basement departments are great 
shoppers. They keep pretty close 
track, many of them, of what you 
are showing and are likely to rec- 
ognize the fact that they have al- 
ready seen these shoes before, un- 
less something is done to make the 
display look different to them. An- 
other device is to move the tables 
about from one part of the depart- 
ment to another part, when changes 
in price are marked on lots that have 
not sold as rapidly as was hoped. 

The probability is that you can 
maintain tables of women’s shoes in 
the $4.95, $3.95 and $2.95 grades. 
If you sell men’s shoes, you can get 
plenty of them to sell at $4.95. For 
a special shoe for men, such as a 
police shoe, you might have to get 
$5.85 or so. For men, you will want 
to show smart styles in oxfords. 
Push boys’ shoes at about $2.98. Go 
after business on women’s arctics at 
about $1.98, and on arctics for the 
rest of the family. Buy rubbers in 
second quality and sell at the regu- 
lar margin of profit; you will scarce- 
ly need to price these specially. You 
can sell quantities of felt slippers, in 
second quality, at a regular price, 
without cutting. And there is usual- 


ly a big volume of business to be had 
on low-price comfort shoes in kid, 
especially in strap, juliet and oxford 
patterns. Keep after the tennis 
goods business;. odd lots are fre- 
quently available in the best prod- 
ucts at a cost that will enable you 
to sell at $1.98, and $2 qualities may 
be offered to sell at $1.25. Occasion- 
ally you can put out a table of spats 
at about 49 cents. 

Children’s shoes offer a great op- 
portunity to the man who manages 
a basement department. Here is a 
chance to build up a large volume of 
regular, come-back-again business. A 
safe rule is to price children’s shoes 
in the basement at about a dollar 
per pair less than the prevailing 
prices in the upstairs department. 
Buy complete lines of children’s 
shoes, on the basis of solid construc- 
tion and good looks, price them at a 
mark-up of about 30 per cent, and 
make people think yours are the best 
values in town and you will find that 
you have secured a big business from 
a large number of steady customers. 
This is good business. Many of your 
customers will probably be mothers 
who resent the high cost of chil- 
dren’s shoes, being unwilling to 
grant the justice, on children’s shoes, 
of a rate of price increase that has 
come to be accepted as normal on 
shoes for adults. Children’s lines 
might run about as follows: Infants’ 
at $1 and the larger size ranges at 
$1.45, $1.95 and $2.95. Or perhaps 
you will prefer to break the prices 
at 98 cents instead of 95 cents. You 
can sell children’s felt slippers at a 
profit at 95 cents. 

One of the first things you will 
want to do is to make your buying 
connections with a few factories that 
can supply your regular require- 
ments in the grades and at the 
prices suitable for your trade, and 
with two or three of the leading 
jobbing houses. Pick these out 
carefully. Write and ask them to 
send you samples of their lots of 
shoes as they place them on sale. If 
the samples are styles you want, 
give them an order for the quanti- 
ties you need. If the samples are 
not shoes you want to buy, you can 
always sell the samples on your spe- 
cial-price tables. Then you will 
doubtless want to inform the fac- 
tories, from which your upstairs de- 
partment buys, that you are opening 
a basement department and are in 
the market for their job lots and 
want to see samples of anything they 
have to offer at a price. 

In buying, be sure the styles are 
saleable. Out-of-style shoes are just 
as hard to sell in the basement as in 
the upstairs department. Keep your 


February 27, 1926 


stock investment down by buying 
regularly your staple shoes in smal] 
quantities at frequent intervals for 
deliveries at specified periods. 

A caution: If you want to build up 
a reputation for good merchandise, 
don’t, under any circumstances, buy 
any damaged shoes. Buy only per- 
fect stock. You can get enough per- 
fect merchandise without being 
forced to take inferior goods. Leave 
these for other stores that do not 
care about building up and main- 
taining a reputation for reliable 
merchandise. 

You speak of the “junk” that is 
coming down into your basement de- 
partment in the clearance of the up- 
stairs department. If this means 
undesirable merchandise, put the 
knife to it at once, get the price 
down low, low enough to make the 
offering attractive, and clear it out 
as quickly as you can. Perhaps you 
can make the price so low on much 
of this goods that you can open your 
department with a big sale that will 
carry most of these shoes out of the 
store in a few days. The most dan- 
gerous thing about running a base- 
ment department is in the tendency 
to accumulate merchandise. You 
must keep it moving. 

You will need some stock-keeping 
records to keep you posted on the 
condition of your stock, just as prac- 
tical as are needed in any shoe store, 
though perhaps in not such detail. 
Watch sales as well as inventories 
and incoming stock. Keep stock com- 
ing in and going out, and don’t let 
stock run ahead of sales. Keep a 
daily check on the situation. This 
is just as necessary as though you 
were running a separate store. You 
will need the same business ideals 
and principles and many of the same 
methods. 

When you are ready to open the 
department, do it in style. Have 
everything neat and attractive. Use 
a lot of publicity. Begin with a big 
sale, where the strong emphasis is 
on the worth of the merchandise and 
the lowness of the price. Have 
plenty of new merchandise in with 
the odds and ends you have to sell. 
Keep the displays sweet with many 
pairs of attractive styles. 








FRIENDLY FIVE FOR MEN 


The RECORDER has a request 
from a subscriber for the 
name and address of the con- 
cern making the Friendly Five 
shoe for men. It is not in our 
records. Can any reader sup- 
ply it? 











@a@ae oo + & Re te © 


se ‘*? 
‘ 


— a ee ae a an ae 


February 27, 1926 


BOOT AND SHOE RECORDER 


Testing Station on Merchandising 


Administration. O. K. Johnson is 
engaged in the profession of Adver- 
tising and Merchandising Counselor 
in Rochester, N. Y., and is associated 
with distributors of shoes, both re- 
tailers and manufacturers. He is 
known throughout the shoe trade for 
his fifteen years’ connection with 
Wm. Eastwood & Son Co. stores in 
Rochester and Buffalo, as Advertis- 
ing Manager and Director of Sales- 
men. He has been speaker at local, 
State and national shoe retailers’ 
conventions. He is a former presi- 
dent of the Rochester Retail Shoe 
Dealers’ Association. He has spe- 
cialized on publicity and on statistics, 
control and methods in merchandis- 
ing. 

As for advertising, four years of 


‘*Millerites”’ 


The “Millerites,” mutual benefit 
association of the employees of I. 
Miller & Sons, and their guests and 
friends, some 1500 strong, held their 
annual beefsteak party at the Hotel 
Astor, Néw York, Feb. 21. The 
affair was the best attended that the 
association has given in its nine 
years of existence. Before the din- 
ner began the sale of tickets had to 


Practice 


[CONTINUED FROM PAGE 44] 


agency work in preparing retail copy 
has given him a knowledge of re- 
tailing problems in stores in more 
than a score of different lines of 
business. He has written copy for 
several shoe manufacturers. He has 
been connected with the national 
advertising of two manufacturers in 
other industries, the largest in the 
country in their respective lines, as 
assistant advertising manager with 
one and as advertising manager with 
the other. 

He had already entered newspaper 
work before graduation from college 
and served as reporter and associate 
department editor for three years. 
He is a former associate editor of 
the Boot AND SHOE RECORDER. He 
has always continued his interest 


and activity in journalism. 

He is a member of the Rochester 
Chamber of Commerce, serving for 
years on the Retail Merchants’ Coun- 
cil. For six years he has been chair- 
man of the Merchants’ Advisory 
Council on Courses in Retail Dis- 
tribution in the Rochester High 
Schools, being appointed to this posi- 
tion by the city’s Board of Educa- 
tion. He is an active member of the 
Rochester Ad Club, and for two 
terms has served on the educational 
committee which conducts the Ad- 
vertising School operated by the 
club every year, and prepares and 
conducts the program of the club’s 
Sales and Advertising Series of 
weekly meetings. 


Hold Biggest Party in History 


é x 


be stopped because of lack of space 
to accommodate all those who wished 
to attend. As it was, the dinner 
overflowed into the lobby and the 
Myrtle Room of the hotel. 

Following an excellent meal, ac- 
companied by one of the best or- 
chestras in town, an elaborate vau- 
deville program, including such 
stars as Van and Schenk, was ren- 


dered on a specially constructed 
stage in the ballroom. Dancing fol- 
lowed until a late hour. 

An elaborate printed program as 
well as numerous favors were dis- 
tributed to the diners. The affair 
was largely attended by the entire 
shoe trade in Greater New York. 

The beefsteak is the one big revel 
of the year for the “Millerites.” 
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Make Millinery Profits for Easter 


RE we facing a new method of merchandising 
footwear on the millinery plan? When Mrs. 
Smith rushes back to the store because she saw 
Mrs. Brown walking down the street with the same 
type of shoes it indicates that the shoe merchant 
has a millinery problem in front of him, with the 
attendant difficulty of sizes and widths. 

The second question of moment in the shoe busi- 
ness is “Where has the style center of America 
been shifted to?” Five years ago the shoe manu- 
facturer.was a style authority practically unto him- 
self alone.. A standard pattern of shoe had a 
fighting chance in any store stock to make a profit 
and sell out sometime in season. Three years ago 
everybody talked Paris and every shoe designer 
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worthy of the name rushed abroad for the latest 
inspiration. 

A year ago the shoe trade experienced a revival 
of good taste in shoe patterns, sweet flowing lines, 
if such a term might be used for such a small ob- 
ject as a slipper, and New York City held the.in- 
ternational stage for style creation. Every mer- 
chant Jooked for a manufacturing house that had 
an experience in good shoemaking in good taste in 
footwear designed, and gave himself whole-heart- 
edly up to the organization for a complete foot- 
wear service in the grade of shoes represented by 
that factory. It looked as though better days in 
manufacturing and the return of customers to shoe 
stores was something to be expected in 1926. 

Then the information was flung forth that a 
prosperous year was ahead and as an outward 
symbol of prosperity fine textured colored skins in 
parchment, champagne, sauterne and delicate col- 
ors was the manifestation of feminine content- 
ment. The colors in the soft brown family, to- 
gether with opal gray, indicated a beauty of foot- 
wear after a period of black and more black. 

Then as the trade reviewed its prospects of an 
Easter footwear harvest it thought of patterns. 
What new shoe patterns could be designed that 
would automatically retire to the closets all the 
old shoes of former yearly vintages? Then was 
born the idea of weird and wild patterns, every 
shoe different from its neighbor. Combinations 
in colors, not harsh blends, but delicate shadings, 
through the use of appliqués, underlays and panels. 

Out of the designer’s dream, in an effort to make 
sample rooms attractive during the opening con- 
ventions of the year, came a thousand and one 
freakish patterns, and strange to relate, they were 
precisely what merchants thought they wanted. 
There has been an orgy of purchasing at style 
shows, market centers, local conventions and now 
on the road—for any pattern that is new. The 
wilder the pattern the better its salability, pro- 
viding the shoe can be purchased in small lots and 
on the mid sizes. 

The infinite variety of footwear is soon to be 
spread for pre-Easter selling. Our ardent hope is 
—every pair will have its commensurate profit. It 
is profit that makes business—so be sure you profit 
on these new shoes. 


Beware Personal Checks 


from Strangers 


HOE merchants are advised to beware accept- 
ing personal checks from people that are un- 
known or unidentified. Many stores have now 
placed in conspicuous places signs that tell the 
public plainly the position of the concern in the 
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matter of checks. Here is a good one,—noticed in 
Southern California—‘Personal Checks Not Ac- 
cepted Without Identification.” 

Merchants have been victimized so many times 
in this part of the State that they have been com- 
pelled to adopt rather stringent rules for self-pro- 
tection. It seems that the climate, the air or the 
sunshine has a peculiar lure for the bad check 
artist—“paper hangers” the police call them. 

Here is where the real merchant’s association 
scores. Through perfect identification systems, 
posting of names and descriptions of crooks and 
telephonic information many merchants have been 
saved losses. 

Recently a woman of apparent refinement and 
good breeding passed two worthless checks within 
a few hours. In each instance she gave a fictitious 
name, residence and related different stories of 
her husband’s employment. When the bank re- 
turned the checks the merchants got together and 
ferreted the woman out. The loss was made good 
in each case, but much time and patience was ex- 
acted from the worried dealers. 

It is a good rule never to take a check from a 
stranger that makes a purchase unless the identi- 
fication is complete. No honest person with a fair 
mind will object to some inquiry as to his or her 
responsibility. It is better to be safe than sorry. 


A College of Shoe Experience 


HE school of experience is a great teacher. The 
old idea in the shoe business was that a young 
man could go further by starting at the age of 12 
(sweeping out the store) and by close application 
he would eventually achieve a store of his own. 
Now we find that many shoe stores make as a 
requisite for any young 
man starting in the store 
to have at least a high 
school education. There 
are cases in shoe retailing 
of young men not only go- 
ing through college, but 
taking up post graduate 
business school courses to 
perfect themselves against 
the time when they will 
own stores of their own, 
even though they may 
start sweeping the floor, 
doing general housekeep- 
ing around the store. 
President Coolidge, in 
his Washington’s birth- 
day address, showed how 
education had grown 
apace—some twenty-six 
million students in school 
and over nine hundred 
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colleges for advanced education. Can a shoe in- 
dustry progress without education? It cannot! 

It has become of late a prime function of leading 
business papers in their respective fields to take 
up the work of education within the craft. The 
practical knowledge of how merchandise is made 
and merchandised is presented to aid, not only 
the young man who has had no educational back- 
ground, but to help along any beginner, no matter 
how advanced his academic training. 

We feel that the new generation of shoe men 
needs to know more about the practice of merchan- 
dising than did their predecessors. Modern style, 
speed of fashion, the development of the radio, all 
make this an age where the smallest store in the 
smallest community must know the bigger move- 
ments of business, of fashion, of materials, and of 
merchandising practise. 

Through the publication of our “Shoe and Leath- 
er Lexicon” we have aided many a young man to 
acquire the knowledge that formerly took a dozen 
years at retail to gather. Through the book “Foot 
Knowledge,” we gave a post graduate course in the 
function of feet. Best of all, in each and every 
issue of the RECORDER we give a liberal education 
so that we might well term it “The College of Ex- 
perience Available to Everyone Who Will Read.” 

Right in line with that, William C. Lott, owner 
of the Elite Shoe Company, San Antonio, Tex., 
said to his sales force recently, “To hold your job 
here you must be informed. To retain your present 
knowledge you must read and think. You must be 
able to intelligently discuss shoes with any cus- 
tomer. The best and most reliable source of infor- 
mation that I know of is the Boot AND SHOE 
RECORDER, so I require each one of you to read it 

thoroughly every week to 
keep your minds bright. 
“The salesman who will 
not read the RECORDER 
each week after that talk 
isn’t worth ‘a_tinker’s 
dam,’” says Mr. Lott. “I 
not only want the boys to 
read the RECORDER, but I 
want them to discuss the 
different articles.” 


CCORDING to _ the 
long established high 
grade stores, Old Man 
Overhead is eating them 
up. Expenses are increas- 
ing, but the margin of 
profit remains the same. 
Cities are growing larger, 
but stores are increasing 
fastér in proportion. 


Easter 
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New Stunts Attract Attention 


“Roll Your Own’’ 


EVERAL good-sized rolls of cotton batting such 

as are carried by dry goods stores, can be made 
into a snowball of the size desired for the store win- 
dow. Or a filler of old clothes or cloth or anything 
that gives the necessary form can be covered with 
the cotton batting. 

Cotton on the window flooring. Small branches 
from bushes here and there help the effect of snow. 
Be sure and have a depression in the snow where the 
ball has already been rolled. 

The boy can be a wallboard cutout painted in col- 
ors or it can be a doll figure in almost any costume, 
plain or grotesque, as long as it gives the effect of 
pushing a big snowball. 

Other snow effects can be obtained by using cotton 
batting in various forms. Snow forts with snowball 
ammunition. A snow man. 

But the big snowball, big enough to stand out, is 
simple to make and with the boy or figure to push it 
will have the business pull. 

Sprinkle the cotton snow with artificial snow to get 
the sparkle and glisten of the real thing. 


























In-Stock Showing WE — sTock = 
HIS old-time lockup can be made of real wood, THE M gee —— 
real hinges and real padlock or from wallboard THE MODERN “WITCH 

painted. The head of the girl can be one of the heads a a Sj ippers 

used in window displays and can rest on a shelf at p 

the back of the stocks. The arms are those used for 
glove display and can protrude from holes as can the 
leg forms which display the garters, hosiery and shoes. 
The wooden legs of a bench or window stand can show , nae 
below, and back, to give the effect of a seat for the | |-# a Dressi n $ } 
lady or the stocks can run to the floor and the bench fl a Cleaners 4) 








done away with. 1 
This idea could be carried out with a male figure — oe ail 








and a message appropriate to the display of men’s 
footwear made. The stocks can be used to draw atten- 
tion to the window and also as a window card, or a 
card can be alone and at the side. 

The merchant does not have to be confined to the 
modern witch for an old-time figure in costume with 
just arms in stocks would demand attention. 








If It’s Shoes It’s News 


N the sketch the title of the newspaper is “To- 

day’s News.” It could be “The Daily News” or 
“News Of The Day” or any other title that carries the 
thought that it publishes the latest news. The local 
paper with its date and headlines would do as long as 
the date was the same as that on which it was dis- 
played by the merchant in his store window. 

The heading, “Today’s News,” or any other unusual 
heading, would have to be printed on a separate piece 
and carefully pasted at the top of the local newspaper. 

Letter the message in large size across the printed 
news below where the shoes are to go and place in the 
window as shown in the sketch. The upper part of 
the paper somewhat raised to make it more prominent. 
The message could be in black or red. Several could 
be used in one window. 
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Some More Window Trims 
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“Flag Em” as They Pass 


EATHER signals in color and form like those 

those used by the Government can be made from 
cardboard, colored and fastened to poles. Or they 
can be made from silk or other material, sewed color- 
wise and stiffened with wires. Then the weather sig- 
nals can be displayed in the merchant’s window and 
the shoes and footcoverings to meet the coming 
weather requirements also displayed below. 

A cold wave sign could carry with it the heavy 
stockings, heavy shoes, boots and overshoes to meet 
the coming weather. 

The flag in the sketch indicates local rain or snow. 
Others show the direction of the wind and what can 
be expected in weather. 

These flags will give valuable information and be- 
ing changed daily would cause folks to stop and get 
weatherwise as well as shoewise. 

They are colorful. Reds, blacks, whites, blues, etc., 
used in the different formations as per government 
regulations as to position at the masthead. 

Detailed information as to these flags and their 
uses can be obtained through the Government Weather 
Bureau. Funk and Wagnall’s International Diction- 
ary have the flags and explanations under “signals.” 


The Shoe “Sandwich” 


HE other day an extremely well dressed man went 
down the street. So well dressed, in fact, that 
many turned to look and found on his back a small 


advertising sign. And we all know that the poor, for- 
lorn-appearing sandwich man always gets his fore and 
aft signs read by the majority of the people. 

A sandwich man is an attraction on the streets and 
sidewalks so why not have a wax figure of one in a 
store window? Or a live one, for that matter, who 
could walk a few steps and turn, letting the folks 
read both boards? The wax figure could carry two 
boards and two messages and his position could be 
easily changed during the day, adding to the novelty 
of the showing. Also the messages could be easily 
changed by having other sets of boards to hang over 
the shoulders. 

With a wax figure the style and condition of dress 
of the sandwich man would be optional and change- 
able. This wax figure could also be stood on an elec- 
trically propelled turntable and slowly revolved, allow- 
ing both boards to be read. 


Brilliant Rays and Hues 


HOW the hosiery on a wheel similar to the sketch. 

Each piece of hosiery has at its foot end a small 
card telling its color shade, In the center is a mes- 
sage about the hosiery. The colors and shades make 
an attraction that is hard for the eye to resist. 

This display takes a fairly good-sized wheel as there 
would be two stockings across at any given point, the 
color card and the card in the center, as well as the 
margin at the outer edge. It could be mechanical and 
run by electricity. Run slowly enough for the female 
eye to pick out the particular shade and pattern de- 
sired, and with the color name in mind head into the 
store to make a purchase. 
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How to Make Money Selling Shoes 


What the Financial Statement Shows for Results 


In the course of conversation with 
J. T. Teeple the question came up, 
“what should a merchant do to make 
money,” and he said it was not only 
possible, but he had the evidence in 
his pocket of a merchant making 
money by establishing a policy and 
abiding by it. We asked for the 
statement and here is Mr. Teeple’s 
comment.—EDITOR’S NOTE. 


HE average buyer today buys 

a great portion of his merchan- 

dise, not after careful analysis 
of the style and value, but on ac- 
count of the style he fears some one 
of his competitors will have, there- 
fore embarrassing him if he doesn’t 
buy something equally crazy. This is 
loose-footing, and a great many of 
these merchants are in sand up to 
their knees by such principles. 

Inclosed you will find a statement 
from one of our customers who is 
still in the shoe business. I had a 
talk with the owners of this busi- 
ness a couple of years ago and they 
outlined their principle as follows: 

That their main mission in the 
shoe business was to sell good foot- 
wear, properly fitted. 

That if they had all the styles that 
all their competitors had, they 
wouldn’t even then command all the 
business in the community. 

Therefore, they decided to select 
their lines with great care from the 
standpoint of intrinsic value and 
lines that would help them merchan- 
dise by carrying some good shoes in 
stock during the busy selling season. 

These lines were carefully selected 
and they purchase 95 per cent of all 
footwear from five concerns. 

The question of whether this 
policy is correct or not can be easily 
determined by the net results shown 
on this statement. This business is 
conducted in a highly competitive 
community and within thirty min- 
utes’ ride of a city of half a million. 
By comparing this statement and 
this concern’s principle with the av- 
erage report of shoe stores, it is very 
easy to determine why very few of 
them are successful. 

I make it a point to carry this con- 
cern’s statement as an example. 


By J. T. Teeple, President 
Teeple Shoe Co., Waupun, Wis. 











Statement of Operations Ending December 31, 1925 


Gross sales 
Purchases 
Less discounts on purchases 


Inventory Jan. 1, 1925 


Less inventory Dec. 31, 1925 
Cost of goods sold 


Expense 

Clerk hire 

Partner’s salaries 
Sundry expense 
Freight and expenses 
Insurance 


Printing and advertising 
Shoe repair 
Depreciation, fixtures 


Net profit, 1925 


Merchandise 
Accounts receivable 
Fixtures 


Investment 
Surplus Jan. 1, 1925 
Profit for year 1925 


Less dividends 





$75,177.16 
$51,697.29 
1,806.82 


$49,890.47 
12'205.87 


$62,096.34 
14,411.30 


47,685.04 
$27,492.12 





$9,163.15 

14,411.30 

685.50 

3,277.58 

$27,537.53 

$12,000.00 
$10,989.90 
11,297.63 
$22,287.53 





15,537.53 
$27,537.53 














bis 








Southeastern Convention in April 


On April 12, 18 and 14 the South- 
eastern Shoe Retailers’ Association 
will hold its convention in Atlanta, 
Ga. The dates were chosen by a 
committee of merchants and travel- 
ing men. Plans for the April con- 
vention of the Southeastern Shoe Re- 
tailers were furthered Thursday 
night at a meeting of the Atlanta 
members. This association brings 
together the shoe retailers of Geor- 
gia, Florida, Alabama and South 
Carolina. 

At the Atlanta dinner given 
Thursday night at the Winecoff, 


committees were appointed to handle 
each department of the coming con- 
vention. W. S. Byck and John Sage 
were appointed in charge of finance. 
J. H. Hadaway and F. M. Stevens, 
Hotel Committee. C. P. Brady and 
M. A. Standifer, Publicity Commit- 
tee. Lacy Law, Jr., and H. M. Steele, 
Program Committee. E. S. Martin 
and Julian Ray, Reception Commit- 
tee. Clarence Gibbs and Mark Eddi- 
son, Entertainment Committee. 

The meeting was presided over by 
J. O. Steele, president of the South- 
eastern Association. 
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The style show filled the auditorium at the Des Moines convention of the Iowa merchants 


Iowa Merchants Hold Spirited 
Three-Day Convention 


ERCHANDISING and style 

ideas by the score were 

passed out to the shoe mer- 
chants of Iowa at the sixteenth an- 
nual convention of the Iowa Asso- 
ciation at the Fort~-Des Moines 
Hotel, Des Moines, Feb. 16, 17 and 
18. In conjunction with the conven- 
tion the Iowa Shoe Travelers’ Aux- 
iliary staged a display of 96 lines 
of shoes and a fashion show in 
which 52 manufacturers of shoes 
participated. 

The convention opened on Tues- 
day with a good fellowship luncheon. 
C. F. Englin of Stillwater, Minn., 
and Jack Clark, representing Sher- 
wood Shoe Co., were the chief en- 
tertainers, while Rosecrans Murphy 
demonstrated his singing ability. 

President Fred Hardy reported 
the activity of the association during 
the past year in holding group meet- 
ings at several points in the State 
and said that ‘the association, both 
in membership and finances, shows 
progress. 


ILLIAM H. GERNES of Ames 

spoke on “Courtesy Due the 
Traveling Salesmen”’ as the sure way 
to gain their helpful cooperation in 
getting proper treatment both in 
advice and service, because their 
contacts with many merchants 
makes possible broad understanding 
of our buying needs and merchan- 
dising problems. 


Harry Jacobson of Des Moines led 
a round table discussion on the 
men’s high and low shoe problem. 
He urged the sale of more black 
shoes to men coming into the stores 
with tans on, and vice versa. Black 
shoes fit most any occasion while 
grain leather oxfords should feature 
shoes for fall to get a break away 
from smooth leather, he said. One 
dealer suggested that cards be sup- 
plied by dealers for home use in bath 
rooms reminding the average man 
that black shoes are proper after 
six o’clock. Another suggested that 
dealers’ advertising appeal to 
women to know whether their es- 
corts are properly shod as a means 
of making men more shoe conscious. 


NOTHER merchant said he kept 

a record of every customer’s 
name and after sixty days sent them 
a pair of laces free. This resulted in 
many evidences of appreciation and 
increased his sales volume. Another 
found that publishing the list of 
shoes correct for occasions resulted 
in the women urging their men- 
folk to buy. Walter Roose gave it 
as his observation that men’s shoe 
manufacturers and retailers have 
not been as insistent nor progressive 
in demanding comfort fitting shoes 
built over lasts with the proper dis- 
tribution of wood as have those de- 
signing women’s shoes. Were this 
true of men’s shoes the sales of more 


pairs would result because of man’s 
natural desire for comfort. He em- 
phasized the fact that men’s styles 
must have some pep and jazz to 
make the proper appeal to the young 
fellow, who is the best buyer of 
pairs to fit his fancy. 


OBERT STURGEON of Er- 

well Fields, and a past presi- 
dent, next spoke on “The Better Way 
to Pay Salespnople.” Selling cost, 
he said, had been steadily on the 
increase during the past ten years 
with the increase in the cost of liv- 
ing, so that today we find shoe clerks 
driving cars and enjoying all com- 
forts that other people do, with the 
result that where the sales cost aver- 
aged 5 per cent it is now closer to 10 
per cent, with some stores paying 
straight commissions having a slid- 
ing scale running from 4 to 10 per 
cent. Straight salary, he said, is 
most used, while others depend upon 
salary and bonus. In his own case, 
his store uses a point system in ad- 
dition to salaries, with a first and 
second prize to the twe highest 
clerks on points made each month 
and an additional prize each six 
months to the winner of the most 
points. 


HE last speaker of the afternoon 
was Frank French of Cedar Rap- 
ids, who spoke on “The Arch Enemy 
of Advertising.” This, he said, is the 
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Light colored shoes on the run- 
way at Des Moines 


merchant’s indifference to following 
through on a definite advertising plan 
the main object of which should be 
goodwill building with the public. 
Most advertising he said, is done hur- 
riedly and without careful thought 
given the copy. This results in too 
many superlatives being used and the 
public’s indifference to most adver- 
tising the price being paid. Even 
where advertising is effective in 


drawing customers all too frequently 
many are driven away by inattention 


and discourtesies of clerks who fail 
to think of each customer’s potential 
value by the year instead of the im- 
mediate sale. 

“How To Combat The House-To- 
House Canvasser” is a vital subject 
and problem with Iowa Shoe Mer- 
chants, for they are meeting with 
this form of competition all over the 
State and with increasing force. 
Apparently, thus far, the house-to- 
house seeker after business has had 
all the best of it, and according to 
the Iowa shoe retailers these “‘out- 
siders” have not been any too square 
in their dealings. That the public 
is being victimized and paying a 
pretty price for the experience, is 
their conviction. Meanwhile much 
trade is being lost to merchants who 
live in and are a part of the towns 
and cities, who support its churches, 
schools, poor farms, charities and 
hospitals, while the public is less 
loyal. 


HIS subject was discussed by W. 

H. Gernes of Ames, a college 
town, who was elected president of 
the Iowa Shoe Retailers Association. 
He gave it as his opinion that unless 
shoe merchants wake up and get 
busy with counteracting advertising 
showing just how much of a hold-up 
proposition most of the house-to- 
house trade grabbers really foist 


upon an unsuspecting public, still 
greater volumes of sales will be lost 
to the legitimate stores. In both ad- 
vertising and direct mail matter, he 
advised merchants to show their 
customers that they are actually pay- 
ing 30 to 40 per cent more for the 
same shoes bought from a canvasser 
than they can buy of their stores. 

T. K. Kelly, of Minneapolis, an out- 
spoken opponent of the house-to- 
house game, entered the convention 
while this subject was under dis- 
cussion and was called on for his 
suggestions, which he gave in 
vigorous fashion. He volunteered to 
supply merchants with advertising 
material to be used in their news- 
paper and direct by mail advertising 
free of charge, challenging them that 
the remedy lay in their own hands, 
but that it takes action and not in- 
ertia to merit and hold business 
today. 

Ernest Burrill, of the George E. 
Keith Co., who made a hit here last 
year, wired his greetings, saying 
“you fellows do it right in Iowa” in 
his estimate of the splendid State 
conventions these Iowa merchants 
have the reputation for holding. 

New England “got a hand” on re- 
ceipt of a wire of greeting and good 
wishes from Tom Anderson and Ed 
Bradley with the invitation to attend 
the July Boston show. 


F. JAMES, vice-president and 
e general sales manager of the 
Brown Shoe Co., St. Louis, filled 
John A. Bush’s place on the program, 
speaking on the subject of “Future 
Price Tendencies. Predicting a most 
prosperous year during 1926, he out- 
lined the conditions which assure a 
good business volume. He said: 
“An ideal situation was ushered in 
with 1926 for beginning with the 
year we find the stocks of retailers 
and manufacturers more liquid in 
condition than for a decade. The 
1925 volume of production barely 
covered consumption. The change 
that has taken place during recent 
years in the policy of buying, now 
on a hand to mouth or current to 
your needs, basis, is a helpful con- 
dition. Manufacturers were at first 
disturbed by this change and won- 
dered: whether they could stay in the 
game, but we find now that we can 
merchandise our shoes on this basis 
and make a fair profit. Your shelves 
are not overstocked which makes for 
better condition of liquid stock, and 
for discounting of bills. Your in- 
terest is ours and ours is yours. As 
a word of caution, don’t let your bad 
buys accumulate. Take your loss on 
these in the season they were bought 
for, and clean them out. Don’t let 
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these mistakes worry you, for it is 
still human to err, even with the 
best of intentions to guide us in 
picking a style and in buying. 

“In my opinion, prices will be of 
a slightly downward trend for some 
time to come and this will be due 
to one cause, namely the ability of 
the shoe manufacturers to make 
savings and pass them on to you. 
This was done last season, although 
both labor and materials were a bit 
higher, but savings made in volume 
production helped in effecting these 
reductions.” 


YRED STUHLER of Monticello, 
and a vice-president of the asso- 
ciation, was unable to attend due to 
Mrs. Stuhler’s illness, his subject, 
“Courtesy Due Your Competitor,” 
being covered by a paper which was 
read by Roy Stevens, of Ottumwa. 
He deprecated all sharp practices 
in business, whether between com- 
petitors or between buyers and 
sellers. He stressed, particularly, 
the need of abandoning the pushing 
of merchandise that does not meet 
the buyer’s need and the use of 
“bait” advertising. 

George Spangler for the National 
Association, outlined reasons why it 
is of value to be a member of the 
national, citing the various benefits 
each member receives. During his 
talk he reviewed the points brought 
out by the preceding speakers at the 
sessions Tuesday and Wednesday. 

The Style Revue Pageant Wednes- 
day evening was greeted by a packed 
auditorium. Fifty-two manufac- 
turers had models on the runway. 
The styles shown were of the salable 
variety. The models were especially 
appealing in refinement, most of the 
girls being drawn from homes and 
schools. Carl Ortlung, Lou Ream 
and Jack Clark merited and received 
much praise for their splendid work 
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The newest in spring footwear as 
seen at the Des Moines gathering 


in putting the revue on with high 
class style effect. 


The good fellowship luncheons be- 
ginning at 12 o’clock each of the 
three days served to bring together 
the entire attendance of merchants 
and traveling men, numbering 
around 250. With the clearing of 
the dishes the business sessions went 
ahead, thus holding a large atten- 
dance at each session. 

Jack Clark, speaking for the Iowa 
Shoe Travelers Auxiliary, at the 
closing day’s session, outlined the 
problems traveling salesmen have to 
cope with on the road, urging the 
merchant to have a thought for the 
value of the salesman’s time, and the 
salesman not to overplay the con- 
fidence and trust placed in him by his 
friend, the merchant. He urged the 
buyer to pass on to his clerks his 
enthusiasm for a style when bought, 
so that the style will not go dead on 
his hands through lack of as com- 
plete confidence in it which the mer- 
chant of course has when he places 
his order, for the chances are that 
unless this method be followed he 
will have no better success with the 
style he may buy to replace the one 
in which he has lost confidence. 


HE resolutions committee, 
headed by F. A. Maullarky, 
brought in the following resolutions 
which were approved and adopted: 
“Since no business can operate in- 
telligently unless it knows con- 
tinually the essential facts under- 
lying that business, we urge mem- 
bers to study diligently their buying 
ratio of stock load to sales, and mark- 
up to the end that our craft may get 
the margin of profit which our in- 
vestment and service rendered the 
public so justly earns. 


“We recognize the educational 
work being done by the National 
Shoe Retailers Associations and we 
urge retailers to give the N. S. R. A. 
their unqualified support. We recom- 
ment to every shoe retailer in the 
State of Iowa that he join the N. S. 
R. A., therefore making possible a 
continuance of the national protec- 
tion which the N. S. R. A. is giving 
to all shoe retailers. 

“We commend the National Re- 
tailers Mutual Insurance Company, 
the official insurance company of the 
Iowa and N.S. R. A., for the service 
rendered our association during the 
past year. We urge Iowa retailers 
to take advantage of the 24 per cent 
to 40 per cent insurance saving and 
excellent loss paying service available 
through our own company. In- 
creasing patronage will insure larger 
insurance dividends and this compe- 
tition will reduce insurance rates for 
the shoe trade. 

“We urge our members and all 
merchants in Iowa to cooperate with 
the traveling salesmen, respect the 
fact that they have only a limited 
time for covering their territory, and 
give them the necessary time for in- 
specting their lines and placing 
orders. We believe too that each 
manufacturer who carefully educates 
and trains his salesmen as a pro- 
ducer of business will make it possi- 
ble for those valued friends to render 
to us merchants a more useful, effi- 
cient and economic service for a 
better sales representation for the 
general benefit of the shoe business 
everywhere. 


66 E recognize the splendid op- 

portunities for the growth 
of the association in the group 
meetings which have been held dur- 
ing the year and recommend that 
these be continued at the jurisdic- 
tion of the officers. 

“The suggestions made by T. K. 
Kelly at the Wednesday session as to 
ways and means for showing up to 
the consuming public the quality of 
goods as peddled by the house to 
house canvassers is approved, with 
the request that it be broadcasted 
nationally. 

“We register our vigorous protest 
against the prevailing custom prac- 
tised by a certain rubber footwear 
manufacturer of granting preferen- 
tial prices and discounts for so-called 
chain store organizations whic’: prac- 
tice operates to the very great dis- 
advantage of our Iowa shoe retailers 
and we recommend that our associa- 
tion officers consult with the N. S. 
R. A. in the endeavor to find ways 


A dainty miss who showed shoes 
at Des Moines 


and means to properly equalize the 
situation.” 

Other resolutions commended the 
officers, the city chamber of com- 
merce, and Carl Ortlung and asso- 
ciates for their work in putting on 
the Style Show. 

The following officers were 
elected: W. H. Gernes, of Ames. 
president; Fred S. Stuhler, of Monti- 
cello, first vice-president; John 
Anderson, of Carroll, second vice- 
president; Ira L. Welch, Atlantic, 
secretary and treasurer, and Arthur 
Erland, Ottumwa, director, three- 
year term. 


May Prevent Penitentiary 
Made Shoes 


J. Dudley Smith, secretary of the 
National Boot & Shoe Manufactur- 
ers’ Association, has written the 
membership of that organization, 
calling attention to a bill introduced 
into Congress on Feb. 6 by Repre- 
sentative Harry B. Hawes, of Mis- 
souri, amending an act of February, 
1924, by which shoes and other sup- 
plies for government use were to be 
manufactured in Leavenworth pri- 
son. The amendment provides that 
“no shoes manufactured at any peni- 
tentiary shall be sold to the Trea- 
sury, War or Navy Departments for 
the use of the personnel of the Coast 
Guard and military and naval forces 
of the United States.” 

Support of this amendment is re- 
quested in Mr. Smith’s letter which 
also gives the list of members of the 
Committee of Judiciary of the House 
of Representatives, to which the bill 
has been referred, so that shoe man- 
ufacturers may write to them. 
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Southern Resort Footwear Leaders 


What Is Worn at Fashionable Resorts—and What 
Merchants Selected at Texas Convention 


ANY shoes of the oxford type, 
with low heels and built for 
comfort and sport wear gen- 


erally. The two-toned ones in black 
and tan, light and dark brown, or 


~ A. DAVIES, Buckley Bros., Hous- 
e ton, felt he was “Just Wright” 
when he gave Charles W. York a size-up 
order for this new shoe. Steve believes 
that these ecru (or blond) combination 
styles will make more men wear peppy 
shoes, and, too, they will take the place 
of white shoes for men this summer. 
Maybe Steve is right. It’s hard to tell 
what the sheiks will wear. 


he: 
j= MALONE of Quanah, Tex., 
likes to make money and friends in 
his store selling shoes, so he just forced 
Charles Cash to sell him these paradise 
styles. Notice Charlie’s worried ex- 
pression. 


tan and white—especially the latter 
—rather lead in popularity, the 
newer note being the tasselled lac- 
ings. The more dressy shoes have 
the latest touch of reptile trimming, 


W H. PRATHER of Ardmore, Tex., 
e bought this Emerson shoe style 
from Charles W. York, Jr., because of 
the individuality of the artistic shoe- 
making. It is a combination of parch- 
ment and olive calf that will make the 
Sheiks open their eyes wide. Them’s 
his own words, so you know what to ex- 
pect from the new president of the 
Oklahoma Skoe Merchants Association. 


« this number out of the A. M. 
Creighton line on the advice of W. R. 
McCarroll. Both of them look pleased 

with the selection. 


H. NEAL, Hillsboro, Tex., picked 


and the still more elaborate have in- 
tricate cut-outs or appliqués. The tan 
pumps with the single strap are 
much in evidence, the strap being of 
the ankle variety rather than the in- 


“a a light, airv shoe that 
will be strong this season,” con- 
fided F. M. Chilson of McAlester, Okla., 
to Wylie Creel of the Great Northern 
Shoe Company. F. M. rarely misses a 
convention. His son is a Ford star, 
operating a research division that es- 
tablishes prices on second-hand cars. 
Why not a similar scheme on “old-style” 
shoes? 


r= Ed. Hughes of George W. 
Baker had corralled B. A. Phelps 
and George Brown, he sprung this Coral 
pattern on them. Showing models of 
this nature makes Shreveport people 
patronize the Phelps store. 
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step. Sandals and basket weaves still 
have many devotees, and even for 
morning wear white shoes are quite 
the vogue, both plain and in great 
yariety of novelties. 

Many of the conservatives still 
stick to the plain white and black 
shoes, and are satisfied to carry out 
the color scheme in the hosiery, or 
the colored embroidery on it. Many 
of these shoes have elaborate cut- 
outs which make them very dressy. 

A popular model is the white kid 
| pump, the strap outlined with a nar- 
row black trimming and fastened 
with a black button. Some of the 
more elaborate colored models have 
diamond-shaped inserts of black and 


D M. TAYLOR of Sanger Bros., and 

» one of his young lady assistants 

buying a sport oxford from one of the 

Southern shoe representatives who is so 

well known that we do not need to men- 
tion his name. 


a 
‘¢TJ ERE is a good small town safe 
\.. buy in this Red Cross tan kid, 
two-button pattern, lattice front,” said 
R. M. Kramer of Perry, Okla., to W. E. 
Hitt. Style has its place in the foot- 
wear world but some semi-stylish num- 
bers are needed in every stock. 
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gold, the heels painted in the same 
color, with a band of black at the 
bottom. The spike heel leads. The 
black patent opera pump seems to 
hold its own in this giddy array, as 
with the spike heel it gives the foot 
a slender appearance. 

Colored kid shoes are still in the 
foreground and lend themselves very 
readily to the gown matching vogue. 
This season a harmonious blend is 
achieved by a new material—this is 
a washable linen material in all the 
pastel shades. It is cool and light, 
and has, therefore, received an en- 
thusiastic reception. 

Contrasts are more often sug- 
gested in the trimming of the shoes. 


‘ ‘| LIKE the new panel work and heel 

in this summer oxford, the square 

toe, and the parchment kid and patent 

combination that C. V. Hammond is 

showing,” said S. J. Kline of Nacog- 
doches, Tex. 


ARL H. MUELLER of Austin hesi- 

A tated before giving Ed. Keleher a 
big size-up order on this white calf, 
lizard-trimmed arch preserver. Carl 
has sold so many of these and his cus- 
tomers liked them so well that he was 
afraid corn folks would think it was the 

only style he carried. 


57 


Gay white pumps with straps and 
appliqué of red, green and black are 
much worn. The combination of 
light brown with tan has met with 
much favor, and as a little variety 
the reptile trimming is used, being 
particularly appropriate in this liz- 
ard-alligator land. 

It is in the evening that the silver 
and gold come into their own, with 
sparkling buckles and jeweled heels. 
These slippers are not of the old 
type in metal material, but are fash- 
ioned in gold and silver kid. 

The “Lido,” fascinatingly brief in 
its cut-out design, leaves but the toe 
and outline of the heel in the leather, 
yet gives a good support to the foot. 





66 HIS black kid, one-strap, three- 

. button, is a wonderfully good re- 

peater, having fit and comfort combined 

with style,” remarked L. F. Massey of 

Bonham, Tex., to the Ault Williamson 
man, L. O. Cobler. 


Wat do you know? Manny Dietch 
left San Antonio and went to a con- 
vention. We prove it to the world by 
showing him buying from N. J. Gross- 
man of I. Grossman. To Manny this 
dainty narrow one strap is a peach, for 
it sells the year round, is a good fitter, 
so never has to be sacrificed. 
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Hahn Has School for Managers 


There is Opportunity in the Shoe Store Providing 


a Man Will Train for It 


By Harry H. Hahn, Washington, D. C. 


old German boy landed in this 

country. He came to Washing- 
ton and secured a job in his uncle’s 
shoe store. His duties were to sweep 
out the store, wash windows, wrap 
bundles and run errands. And for 
this he received the princely salary 
of $1 a week—and probably his 
board and room. The hours were 
long in those days. The stores 
opened at 7 and kept open late at 
night. The work was hard, and boys 
were expected to serve their appren- 
ticeship and learn the business lit- 
erally from the bottom up. And 
William Hahn stuck to his job. In 
the course of a few years he had be- 
come a salesman, and then the head 
salesman, by far the best salesman 
this shoe store—then one of the larg- 
est in the city—had ever had. 

But William Hahn was determined 
to go ahead. So, in 1876, having 
saved a little money from his small 
salary, he struck out for himself and 
opened a small store of his own. It 
was at 1922 Pennsylvania Avenue, 
on the same square as our present 
West End store. The salesforce at 
first consisted only of William Hahn 
and his brother, Morris Hahn. They 
slept in a small room, partitioned off 
in the rear of the store, worked early 
and late, and from the very begin- 
ning the business grew. Because, 
from the outset, William Hahn and 
his brother built into the business 
strict standards of reliability, hon- 
esty, cheerful and conscientious ser- 
vice. Strictly dependable merchan- 
dise, at small-profit prices, with ab- 
solute honesty and liberality in the 
treatment of the customers, was the 
foundation upon which William Hahn 
built his business as solidly as the 
Rock of Gibraltar. 


I: the year 1868 a sixteen-year- 


ND so the business grew and 

grew. Soon came our first 
Seventh Street store, then at 816 
Seventh Street, now part of the 
building occupied by King’s Palace. 
And as a small boy I can remember 
the crowds that packed into that 
small store of a Saturday night, and 
how those shoe salesmen did hustle 
in those days. Sometimes when we’re 


HARRY H. HAHN 
expects to achieve the follow- 
ing five points 


(1) To prepare new members of the 
store family for store positions. To 
standardize our service by explaining 
definitely what we expect salespeople to 
do and what we forbid them to do. 

(2) To train experienced and am- 
bitious clerks for advancement and 
greater earning power. 

(3) To instill a regard for system, 
orderliness and exact attention to detail. 

(4) To promote increased knowledge 
and greater appreciation of the goods 
to be sold. 

(5) To teach the scientific principles 
of Salesmanship, to develop in the indi- 
vidual power for self-training and to 
amg right thinking toward Sell- 
ing in General and toward the rules, 
regulations, standards and ideals of the 
Hahn shoe business in particular. 

Mr. Hahn’s address to the fellow 
workers of the Hahn’s Shoe Store of 
Washington and Baltimore is given in 
full herewith. 


busy in these days it is difficult to 
get some of our salespeople to wait 
upon more than one or two customers 
at a time. Oh, Boy! I have often seen 
my father—and some of the others, 
too—wait upon 10, 15 and 20 at one 
time! How they did travel in those 
days! 

No wonder the Seventh Street 
Store had to move to larger quarters 


—half of our present store—then 
had to take in the entire corner. And 
in the meantime the Capitol Hill 
Store and a newer, much larger, 
West End store had been added. {> 
that the Hahn shoe business, even 
in those days, had become one of 
the largest in the country, if not the 
largest, in proportion to the size of 
the city. 


ND when William Hahn passed 
ee in 1912 he left behind him 
no great wealth, but a wonderful ex- 
ample of what one man can accon- 
plish by hard work, ambition, dogged 
determination. And he left to this 
business a priceless heritage of ster- 
ling honesty, square dealing and ser- 
vice to the community which is re- 
membered to this day by thousands 
of old-time Washingtonians. 

I have given you this brief history 
of the foundation and early years of 
the Hahn shoe business for two rea- 
sons: 

First, to show that any young man 
can rise far above his present posi- 
tion in life, if he makes up his mind 
to train himself in the qualities that 
make for Success. No man need 
stop—anywhere—if he has the in- 
dustry, the determination to go 
ahead. 

Secondly, I want to impress all 
members of our store family with 
the high standards of integrity that 
have been associated with this busi- 
ness, built into the blood and sinews 
of its very existence from its incep- 
tion. 


E, the sons of William Hahn, 

who are in active control of 

this business today, in no sense claim 
to be the equals of William Hahn for 
business ability. For he was indeed 
an exceptional business man. Almost 


‘single - handed he merchandised, 


financed, advertised the entire busi- 
ness, and actively superintended the 
service in the stores, personally be- 
ing on the floor much of the time to 
greet his customers and make sure 
they were being served properly. It 
was his extraordinary diligence and 
attention to details, in fact, which 
brought about a physical breakdown 
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and his untimely death. And so, as 
I said, we three brothers, combined, 
make no pretense of having the ex- 
traordinary ability and industry by 
which William Hahn is remembered 
to this day throughout the shoe 
trade. 

But we have been thoroughly 
schooled in the ideals of reliability 
and service, which have given Wil- 
liam Hahn’s business the priceless 
good name it has enjoyed—and more 
than ever enjoys today, in its fif- 
tieth year. It has been and always 
will be our determination to perpet- 
uate in this business these fixed 
principles of strict integrity upon 
which it was founded. 

And we want every mar and 
woman in all our stores today and 
every day to feel that he or she has 
a personal responsibility to preserve 
this priceless reputation for reliabil- 
ity, square dealing and efficient ser- 
vice by conscientious treatment of 
the public, whom you daily serve and 
whose confidence we have enjoyed all 
these years. 

For it is our salespeople—and, to 
a less extensive but no less important 
degree—all our other co-workers, 
who actually meet our customers 
face to face and by their actions im- 
press the public with our all-around 
efficiency—or otherwise. You, by 
your cheerfulness and devotion to 
the store’s standards of doing busi- 
ness, can continue te add to our prog- 


ress. Or by wrongful conduct, in 
word or act, may each day add to the 
numbers of our dissatisfied custom- 
ers, whose comment on the outside 
may do us more harm than thousands 
of dollars’ worth of advertising could 
possibly build up. 

You can make or break us by 
being honorable or dishonorable in 
your Service to the customers, loyal 
or disloyal to the House. And by 
developing those qualities which 
will lead to a still greater Hahn 
shoe business—most of all, you will 
develop yourselves for greater in- 
dividual efficiency, greater earning 
powers, possibly leading to respons- 
ible positions, either with us or 
elsewhere, or to a business of your 
own. But in any event, leading to 
greater contentment and satisfac- 
tion and self-respect in your life’s 
work. 

We have been thinking over these 
things recently and have felt that we 
have been derelict in our duties to 
our co-workers of recent years in 
not taking them more thoroughly 
into our confidence, instilling into 
their minds the limitless possibilities 
of advancement that await those who 
are industrious and ambitious enough 
to devote some time to improving 
their own efficiency. 

And now that we have opened 
three new stores and enter into our 
greatest expansion program we feel 
the need of a far better personnel 
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than we have ever had before. We 
need far better service in our stores. 
We need men, fired with the ambi- 
tion to qualify for better positions. 
So we have decided to start what 
we call “The Hahn School for Store 
Managers.” 

For those who are ambitious 
enough to put in an evening or so a 
week of study, we shall attempt to 
give a complete course of training 
in the “inside stuff” that a store ex- 
ecutive must know. We do not 
promise anyone a position of this 
sort, upon the completion of the 
course. But this much is certain: 
Such positions will be looking for 
the right men to fill them, if our 
plans for still greater expansion ma- 
terialize. We will need the men, and 
much prefer to get them from our 
own ranks, rather than from the 
outside. In any event, this addi- 
tional knowledge will be yours. And 
you can “cash in” on it elsewhere, 
if necessary —the whole world is 
waiting for trained men. So you 
are bound to be benefited in one way 
or another, if you decide to take this 
course. 

The first series of lectures, how- 
ever, we have made compulsory for 
all members of our salesforce. Here- 
after we expect to give this course 
on “Salesmanship” to all new mem- 
bers of our organization before they 
can qualify as “regulars” on the 
floor. 


Is the Shoe Game Worth While? 


what we might call seasoned shoe fit- 
ters. But they recognized their de- 
ficiencies and were eager to learn 


more. It was a fine effort. And it 
paid us all. 

“Here in this store, and in all our 
stores, we have what we call a Re- 
corder Club. Each man is given a 
copy of the RECORDER and told to 
study it as a text book, and as the 
nearest approach to book learning 
we have available at this time. No 
matter how busy we are, no matter 
how busy I am personally, I read 
every issue from front to back. And 
I have made it a rule that every new 
man coming into our employ must 
have a course of instruction. Here 
we fit feet. Here we try to treat peo- 
ple as if they were human and not 
simply a source of income to the 
financial end of the store. That rule 
goes all down the line in all our busi- 
ness places. 

“T have a hard time getting some 


[CONTINUED FROM PAGE 43] 


men to wear the shoes they ought to 
wear. Its harder to turn them away 
without selling them than it is to 
sell them. Lots of men want to buy 
our shoes and insist upon having a 
particuiar style or last that is totally 
unsuited to their feet. But they can- 
not say that I crippled their feet. 
Nor can they say that it was done 
in any of my stores with my knowl- 
edge. I say to this class of buyer: 
‘Friend, your feet mean a lot to you 
—be considerate of them. Treat 
them well and you will be happy. 
But mistreat them and you will pay 
a heavy penalty. 

“Here is a recent advertisement 
we ran in the papers. It gives you 
an idea of our manner of telling the 
world of the importance of good 
shoes and properly fitted shoes. Let 
me read a few paragraphs to you. 

“Is quality worthy of the price? 

“Yes, always. No one wants cheap 
shoes any more than he wants cheap 


meat. People spend two-thirds of 
their lives in their shoes. Shoes sup- 
port the body. Hats, neckties or 
gloves merely decorate the body. 
Shoes are the foundation. 

“Did you ever hear of a corrective 
hat? An orthopedic necktie? A com- 
mon-sense glove? No—and the rea- 
son is obvious. 

“One who buys a cheap article 
feels good when he is buying it, and 
is disgusted every time he wears it. 
One who buys a good article feels 
better every time he uses it, for the 
quality is remembered long after 
the price is forgotten.” 

Mr. Jesberg is intensely interested 
in retail organizations and has done 
yeoman work in the California 
Shoe Retailers’ Association. He says 
that the good that may be done by 
such organizations is inestimable, 
One of his fondest hopes, he says, is 
to see the emblem of membership 
in every store in the State. 
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They Step Fast in Miami 


Dance, and Be Happy, Says O’Berry, Shoe Man of 
Miami, Then He Staged Championship 
Charleston Contest 


SCRAP book comes to hand 
from Miami, Fla., covering 
twenty-one columns of news- 

paper clippings from the Miami 
Daily News, the leading publication 
of that city. Several spreads of 
photographs, one almost a half page 
in size, also are in line with the idea 
of newspaper publicity beneficial to 
the merchandising of shoes. 

This contest was put over by the 
O’Berry Shoe Stores, Inc., assisted 
by the Daily News and held at the 
Rainbow Gardens in Miami. It was, 
without doubt, the biggest single 
piece of publicity that has ever been 
put over by any shoe store in Flori- 
da. The Rainbow Garden seats 1200 
people, and on the final night of the 
Charleston dancing contest hun- 
dreds were turned away. 

David L. O’Berry of the O’Berry 
Shoe Stores, Inc., and president of 
the Miami Shoe Retailers’ Associa- 
tion, staged the Charleston contest 
to prove that “dance and be healthy” 
was something more than a phrase 
and a catch slogan, that any girl 
dancing the Charleston was taking 
up an exercise beneficial to her feet 
as well as containing a lot of fun and 


pep. 


ERE is how Mr. O’Berry worked 
the contest. Three handsome 
silver challenge cups were purchased 
and appropriately engraved. Three 
judges, Bee Palmer of the Club Ala- 
bam and the creator of the Shimmy 
dance, Louise Moody, hostess im- 
presario at the Fleetwood, Miami, 
and one of Keith’s famous vaudeville 
performers,:and Gene Tunney, who 
certainly has proved by his foot work 
that exercise is beneficial to the feet. 
Entry forms admitting partici- 
pants into the final contest were 
given out at all of the O’Berry Shoe 
Stores. _.On Monday night the 
elimination contest had more than 
150 dancers in attendance. It took 
an hour for the contestants to “strut 
their stuff.” No two girls gave the 
same interpretation of the dance, 
but they all had that careless swing 
of the foot and the gyrations that 
make the Charleston fascinating. 


David L. O’Berry, live wire 

shoe man, also President of 

Miami Shoe Retailers Associa- 
tion. 


O’Berry got 22 columns of news pub- 
licity. 

How did he do it? 

He stepped lively, staged a Charles- 
ton contest. 

Did the public respond? They sure 
did, and then some. 

Must be Miami and youth 

Have much in common 

So they dance and are happy. 

There is something else 

In the shoe business 

Besides corns and bunions. 

Down in Miami 

Where youth has its fling. 





A second elimination contest was 
held on Tuesday night. On Friday 
night the Rainbow Gardens were 
crowded with people, for not only 
were championship honors and silver 
cups presented by David L. O’Berry, 
but a two-weeks’ engagement on the 
stage with Ernie Young’s Revue at 
$100 a week, plus a film test given 
by the Tilford Films, Inc. 

At the final contest Miss Bertha 
Muller and Miss Mildred Johnson 
were almost tied with the honors. 
The public was allowed to judge and 
in the wild excitement and spon- 
taneous applause Miss Bertha Muller 


won the championship, Miss Mildred 
Johnson second, and little Miss 
Naomi Wilson won the third prize. 

There is no reason in the world 
why any shoe man could not try to 
capitalize on a similar Charleston 
contest, for if anything, foot work 
is the prime necessity of good 
Charleston dancing. News in the 
papers on shoes and on shoe stores 
is good publicity, and helps to in- 
crease the desire for shoes. 

Our congratulations te Mr. 
O’Berry. As a publicity stunt it 
was a championship all its own. We 
therefore award to Mr. O’Berry 
the championship of the United 
States as publicity getter. Now 
let’s see somebody in the: shoe 
trade try to take it away from him. 
We have an idea that he will try a 
Cinderella contest or some other 
news stunt to make the wide world 
realize. that shoes deserve a place 
in news. 


Edward O’Connor Retires 


Boston.—After a long and suc- 
cessful connection with the shoe sup- 
ply and findings’ trade, Edward 
O’Connor has retired from the Na- 
tional Fabric & Finishing Co., Bos- 
ton, and is enjoying a few months’ 
rest. Mr. O’Connor joined the staff 
of Farnsworth, Hoyt Co., 23 years 
ago, this concern having some 
months ago been merged with the 
National Fabric & Finishing Co. 

During his connection with these 
organizations, Mr. O’Connor served 
as advertising manager and also had 
charge of the export department. 
For several years past he also has 
rendered valuable service to the pub- 
licity committee of the Boston Shoe 
and Leather Fair. Mr. O’Connor 
has many warm friends in the trade. 


A Civic Leader 


AUSTIN, TEx.—Carl H. Mueller, 
prominent shoe merchant and 
leader in civic affairs, was unani- 
mously elected president. of the 
Austin Chamber of Commerce, at 
the annual meeting of that organ- 
ization. 
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The Automobile—An Opportunity 


The 





HEN shoe merchants dis- 
cuss the automobile, they 

\ usually talk about the dif- 
ficulty customers experience in 
hunting parking places near the 
stores, about the press of street 
traffic interfering with customers 
trying to reach the stores, about 
the monstrous inability of shoes to 
wear out on the feet of folks who 
never walk but always ride, and 
about the reduced buying power of 
people whose cash and credit are 
both absorbed for long periods of 
time in paying for the cars they 
drive. 

The head of a big metropolitan 
corporation tells a story of how he 
was forced to take the steam train 
to his home the other night be- 
cause his chauffeur couldn’t bring 
his car to the point where he was 
waiting for it. ‘ 

Assuredly some real problems 
have been injected into American 
life through the wide-spread and 
increasing use of the automobile. 

The thirteen million cars of 1920 
have become the seventeen and a 
half million cars of 1925. There 
are enough machines in the United 
States to carry our whole conti- 
nental population out beyond the 
borders of the country on one trip; 
while such an imaginary whole- 
sale exodus of the people, if all 
the rolling stock of the American 
railroads were used, could not be 
accomplished in less than twenty- 
five trips. 

And still conditions become more 
stringent, for streets and highways 
will be further obstructed by an 
increased number of cars in 1926. 
Always there will be more cars, if 
not on land, then in the air; for 
America will never go back to dirt 
roads, the spanking team of bays 
and the surrey and the horse- 
drawn farmwagon. 

Look at the situation from an- 
other angle. 

The automobile has already been 
responsible for certain merchandis- 
ing advantages. See how, from 
long distances, it brings farm 
people to trade frequently and reg- 





a New Service 


By O. K. Johnson 








Take Store to Customer 


It seems very evident that 
a widely dispersed population 
and congested traffic routes 
are bound to limit the amount 
of business which can come 
to any city store however cen- 
tral and choice its location. 
To remove this limit upon en- 
terprise and energy, is it not 
true that, since the customer 
has difficulty in coming to the 
store, the store must, in a 





sense, go to the customer? 
If the mountain cannot come 
to Mohammet, must not Mo- 

hammet go to the mountain? 

This suggests to shoe mer- 
chants who have built up 
large and _ successful busi- 
nesses, but who now find it 
increasingly difficult every 
year to secure additional 
volume, the desirability of 
== the opening of 





branch stores. 


a 


ularly in the towns and makes town 
folks regular customers of city 
stores. Perhaps it will yet offer 
other distinct merchandising ad- 
vantages to merchants who adjust 
themselves to the situation. 

Here is another slant on the ques- 
tion. 

The automobile has made it pos- 
sible for multitudes of people to 
live out at some distance from the 
cities where the family livelihood 
is earned—in suburban homes, in 
small villages and in residential 
districts of the smaller cities. They 
do a very large part of individual 
and family purchasing in the near- 
est stores that can satisfy them 
with good merchandise and good 
service. 

It may be asserted that this sit- 
uation is, in the main, responsible 
for the existence of many thriving 
chain stores. It also is already 
effecting an increase in the number 
of neighborhood shoe stores in some 














Neighborhood Store Fulfills 


communities, and the signs of their 
modest prosperity are significant. 
Their usual difficulty in building 
up any large volume of business is 
chiefly in the diminutive and unam- 
bitious scope of their plan of or- 
ganization and operation, and in 
their relatively small stocks and 
limited variety of merchandise. 

The grandparents of the present 
generation can remember when less 
than 10 per cent of our American 
population lived in the cities. Now 
it is more than 50 per cent, and 
the figures are sure to increase. 
For a_ back-to-the-land movement 
will scarcely materialize in this 
age, if such a movement means that 
any part of our urban population 
shall become rural. Nevertheless, 
at least this much is certain, that 
the city population will become less 
congested and for residential pur- 
poses will spread over a larger and 
larger territory as time goes on. 
The economic forces that are bring- 
ing about this change are the auto- 
mobile and the electric car, through 
the transportation service which 
they render. Merchants have 
learned, in estimating the trading 
value of any territory, that the au- 
tomobile is ably reinforced by the 
suburban electric railway in modi- 
fying the residential habits, and 
consequently the buying habits, of 
the American people. 

Some shoe merchants have al- 
ready pioneered along this line. 
With a record of success in one 
store, they have opened a second 
store in another not-distant com- 
munity, sometimes three or four 
others, and have managed them all 
and directed their operation from 
one headquarters. 

The banker furnishes an example 
of this sort of adjustment of busi- 
ness to modern conditions. Until re- 
cently the American bank trans- 
acted all its business in its single 
banking house. Since the law was 
passed permitting a change in this 
policy, banks have spread out 
through the establishment of 
branches, sometimes many of them, 
in order to carry banking service 
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nearer and more directly to the 
people who would use it. 

Every merchant should frequent- 
ly analyze his selling field, study- 
ing both the section from which his 
store draws its trade and the more 
distant territory which represents 
possibilities of securing additional 
customers. Usually a merchant 
makes this analysis because he 
aims to draw the largest possible 
number of people into his business 
establishment. Nowadays many a 
merchant needs the farther vision 
that calls for a survey of his com- 
munity to discover what are the 
possibilities of larger business if 
he carries his business to the people 
by opening branch stores. 

In one of the states there is a 
close-set group of four sizeable 
cities, representing a population of 
a million and a quarter, with an 
additional five or six hundred thou- 
sand in adjacent trading territory. 
There are a thousand retail shoe 
stores in these four cities. It is 
said that any successful shoe mer- 
chant, with a big store in the larg- 
est of the four cities, would find 
himself in a retail field that would 
justify him in establishing from 
three to six branch stores to serve 
this large buying population. 

Across the same state is another 
group of four cities, not far apart, 
having a combined population of 
about eight hundred and fifty thou- 
sand, with three or four hundred 
thousand more in _ neighboring 
territory. Five hundred shoe stores 
are now in operation in these four 
cities. It is reported that this field 


Lincoln’s Birthday 
Observed 


BosTon.—Lincoln’s Birthday was 
suitably recognized by the Shoe and 
_Leather Class of the New England 
Shoe and Leather Association at its 
semi-weekly session, Feb. 12. 

Secretary Thomas F. Anderson 
spoke of the fine example to youths 
of today that is furnished by the 
story of Lincoln’s early struggles. In 
the course of his talk he read ex- 
tracts from an eulogy of Lincoln 
written by the late Louis A. Coolidge 
a few months before his death. 

Mr. Anderson also referred to the 
114th anniversary of the birthday of 
Henry Wilson, “The Natick Cob- 
bler,” which occurred Feb. 16, and 
cited the example of the famous 
shoemaker Vice-President of the 
United States, who, starting as a 
poor boy on a farm, was later elected 
to the second highest office in the 
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offers opportunity for a centrally 
located home store to extend its 
business through the establishment 
of three or four large branch 
stores. 

In both these instances, the 
groups of cities are tied together 
with miles and miles of the finest 
improved roads, and with a net- 
work of suburban electric lines. 
The traffic by automobile and elec- 
tric railway in these two districts 
is almost unbelievably large. But 
no one shoe store, however large, 
fine, attractive and strategically lo- 
cated, could do anywhere near as 
much business with these people 
in one location as would be possi- 
ble in several branch locations. 

The ambitious and courageous 
shoe merchant who develops his 
business by opening branch stores 
—as many and as large units as 
are required to meet the demand 
and the opportunity in his terri- 
tory—may anticipate such results 
as these: 

Reduced costs of management, 
buying and operation. 

Greater good will of manufac- 
turers, larger discounts and other 
advantages that accrue from big 
buying power. 

Fewer losses, because of thinner 
spread of buying risk and less mer- 
chandise depreciation. 

Smaller investment 
stocks. 

Increased stockturn. 

Larger volume of sales. 

Better merchandise values. 

Increased profits. 


in active 


gift of his country, as another in- 
spiring example to the young men 
of today. 

“There are still abundant oppor- 
tunities for our young people of the 
present generation, if they have the 
same stuff as the Lincolns and Wil- 
sons,” said Mr. Anderson. 

On Feb. 15 the class visited the 
plant of the New England Dressed 
Meat & Wool Co., in Somerville, un- 
der the leadership of Instructor 
James W. Dyson, and made a study 
of the hide department. 


Form Salesmen’s Club 


Three months ago, the retail shoe 
salesmen of Ranger, Tex., organ- 
ized a club for their mutual benefit. 
William Paschall, the organizer, is 
the shoe buyer in the White Store. 
The club has been so successful that 
salesmen in other lines of business 
just made them include them in the 
membership. 
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The policy and management of a 
business conducted through branch 
stores need to be worked out care- 
fully. No two merchants will de- 
velop details in exactly the same 
way, owing to differences in their 
own personalities, in the character 
of their businesses and in the pecu- 
liarities of their communities. But, 
in general, such a retail shoe busi- 
ness would be organized along some 
such lines as these: 

Management and direction from 
headquarters. 

Unit store managers of ability, 
with discretion and power. 

Complete departmentization 
central and branch stores. 

One buyer for each department, 
buying at headquarters. 

Central accounting department, 
only supplemental work done in 
branch stores. 

Unified purchasing of supplies. 

Central stockroom or warehouse. 

Stock transfer service daily by 
motor truck. 

System of sizing up stock daily. 

System of replenishment orders 
to factories weekly. 

Central advertising department. 

Unified budget control, with cen- 
tral system of statistical regula- 
tions — merchandise, markups, 
markdowns, purchases, inventories, 
sales, expenses, etc., to guard 
against stock shortages, assure ade- 
quate prices that mean real net 
profit and guarantee the operation 
of the stores at the highest point 
of efficiency. 


of 


Members and officers of the club 
are: William Paschall, president; 
Cliff Moore, vice-president; W. O. 
Brown, secretary; Eugene Baker, A. 
O. Kinney, F. N. Hassen, H. H. 
Kimberlin, S. K. Mitchell, H. 0. 
Pope, W. E. Carlisle, E. L. Hodges, 
Earl Trammell, Lloyd Clem, John 
Hancock, Dewey Jones, J. W. Col- 
quitt, A. E. Echols, W. D. Trammell. 


Quits Union Post 


John Freeman, business agent of 
the Boot and Shoe Workers’ Joint 
Council, resigned his position with 
the union last week. Freeman re- 
signed to take a position as super- 
intendent of the Plaut-Butler 
Co.’s plant. 

Freeman still had more than a 
year to serve as business agent of 
the trade union. He was elected 
for a two-year term last March and 
his term of office would not have 
expired until April, 1927. 
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No. 3101 


Patent Blucher Oxford. Display These 


White Fitted, Laces, and Welting. 
IN STOCK: 


64.8, D817 | Three Numbers 


Then Watch Results! 


Now is the time to begin featur- 
ing these handsome Easter Shoes 
for the little tots! 








No. 3111 
Tan Calf Blucher Oxford. Each of these new BALANCER 


Dark Smoked Indian Head Panel. ‘ 
IN STOCK: models will prove a magnet for 


ees spring business. Order now and 
6%-8, D—$1. 
ask for our New Catalog 26 S. 


Shaft-Pierce Shoe Co. 
212 3rd St. Faribault, Minn. 


No. 3734 Manufacturers of 


White Kid One Strap. 
IN STOCK: Acrobat “Double Welt’’ Shoes 
2-6, D—$1.50 
6142-8, D—$1.75 
Retan Sole. 


When writing to advertisers please mention Boot anp Suoe REcoRDER 














BOOT AND SHOE RECORDER February 27, 1995 


Armetrons Cork Box Toes 
for Comfort and Style 








The Picture Tells the Story! 


Why do 200 leading shoe man- 
facturers use Armstrong Cork Boz 
Toes 

Because experiment and ezperi- 
ence have oe po B that this 
soft cork bow does sacrifice 
comfort and that it odds to the 
shoe’s smartness. 

In the shoe at the right, note 
how in the stretching of the leather 
over a stiff hard bow the pebbling 
has been lost. The grain on the 
other toe in which the cork boe is 
used, however, is preserved in all 
ita original texture and beauty. 


















Two Thousand Years Ago 


HE crude cork sandal of the ancient Gaul This year more 
made no pretense at style. But it did give than two hun- 
him a dry foundation underfoot and its equal dred of Ameri- 
for comfort and durability could not be found. ca’s best shoe- 
So far in style has the American shoemaker makers are plac- 
progressed from that old sandal that his prod- ing Armstrong 
uct is just as far removed as Gallic times are Cork Box Toes 
from the twentieth century. And yet today, in their shoes. The Armstrong Cork Box Toe 
thanks to the development of the Armstrong is one of the outstanding additions to shoe com- 
Cork Box Toe, he can get the comfort of the fort and shoe style of the past year. Be sure 
old cork footgear. He can abandon the stiff, that your store is in step with progress, that it 
unyielding, wooden-like toe box which only a_ has on its shelves a complete line of modern 
year ago was thought so necessary to preserve comfort-style shoes equipped with Armstrong 
the contour of the stylish toe cap. Cork Box Toes. 
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Armstrong Cork Company, Shoe Products Division, Lancaster, Pa. 


BRANCH OFFICES: 











BRANCH OFFICES: 



















Boston, Mass. ......0++.00 197 South St. Minneapolis, Minn. ....316 Third Ave. N. 
New York City .......++.- 50 Church St. Toronto, Canada ...... Armstrong Cork & 
Chicago, Ill. ........ 320 W. Randolph St. , Insulation Co., 11 Brant St. 
Cometnah, Oy ocociccvccee 1017 Broadway 

Montreal, Canada ..... Armstrong Cork & 








Be SO TI iececcosns 204 S. Third St. 


Specify TI Them 


Insulation Co., 901 McGill Bldg. 
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This is a page from our new 24-page in-stock catalog. Ask us to mail a copy. 


Nunn-Bush 


Fashioned by Master Craftsmen 


Skokie 
No. 366—Golfmoor moccasin 
golf oxford, Gristle rubber 
sole and heel. 


$5.65 


In-stock 











Clyde 
No. 372—Golfmoor blucher 


plain toe golf oxford, Wescott 
sole and heel. 











(L__ Ze | _I} 
cAnkle-Fashioned 


REG. U. &. PAT. OFF. 


NUNN, BUSH & WELDON SHOE CO., 5TH AND HADLEY STS., MILWAUKEE, WIS. 


EASTERN STOCK DEPARTMENT: 
Nunn-Bush Shoe Co., Inc., 144 Duane St., New York City. 











This is a page from our new 24-page in-stock catalog. Ask us to mail a copy. 


Nunn-Bush 


Fashioned by Master Craftsmen 


Clyde 
No. 2124—Blonde calf, blind 
eyelets, round natural edge, 
natural welt, fudged stitch, 
round heel seat, round wedge 
leather heel. 
$6.00 


In-stock 


Granada 
No. 4572—Golden West calf, 
blind eyelets, single sole, na- 
tural welt, fair separate stitch, 
rubber heel. 
$6.00 


In-stock 


Alnkio-Feshion ed 


REG. U. S. PAT. OFF. 


NUNN, BUSH & WELDON SHOE CO., 5TH AND HADLEY STS., MILWAUKEE, WIS. 


EASTERN STOCK DEPARTMENT: 
Nunn-Bush Shoe Co., Inc., 144 Duane St., New York City. 











This is a page from our new 24-page in-stock catalog. Ask us to mail a copy. 


Nunn-Bush 


Fashioned by Master Craftsmen 


Granada 
No. 4544—Tan Geneva calf, 
blind eyelets, single sole, 
natural welt, fair separate 
stitch, rubber heel. 


$5.65 


In-stock 














Granada 
No. 3544—Black Geneva calf, 
blind eyelets, single sole, black 
welt, fudged stitch, rubber 
heel. 


REG. U. &. PAT. OFF. 


NUNN, BUSH & WELDON SHOE CO., 5TH AND HADLEY STS., MILWAUKEE, WIS. 


EASTERN STOCK DEPARTMENT: 
Nunn-Bush Shoe Co., Inc., 144 Duane St., New York City. 





This is a page from our new 24-page in-stock catalog. Ask us to mail a copy. 


Nunn-Bush 








Fashioned by Master Craftsmen 


Blimp 
No. 2158—Tan Geneva calf, 
soft box, large eyelets, single 
sole, round natural edge, 
natural welt, fair separate 
stitch, round heel seat, flanged 
rubber heel. 


No. 1158—Same in Black 
Geneva calf 


$5.30 


In-stock 








Mogul 
Ne. 2135—Color 10 Derby 
calf, tan harness stitching on 
vamp and quarter, large tan 
eyelets, single sole, natural 
welt, fair separate stitch, 
flanged rubber heel. 


$5.10 














cAnkle ~Fashioned 


REG. U.S. PAT. OFF. 


NUNN, BUSH & WELDON SHOE CO., 5TH AND HADLEY STS., MILWAUKEE, WIS. 


EASTERN STOCK DEPARTMENT: 
Nunn-Bush Shoe Co., Inc., 144 Duane St., New York City. 
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Boston Boys Approve N.S.T.A. Group 
Insurance Plan at Big Meeting 


Other Locals Swinging into Line—Travelers’ Discuss Plans to Move 


More Men’s Shoes 


rq \HE group insurance feature of the National Shoe Travelers’ Asso- 
ciation, as proposed at the N. S. T. A., 1926, Chicago convention, 


is a most popular one. 


stimulus to increased efforts along membership lines. 


It is adding to membership and is a big 


For instance, 


the Boston Association held a most enthusiastic meeting on Saturday, 
Feb. 13, at which it was voted 100 per cent to accept the N. S. T. A. 
group insurance plan and to adopt as its slogan—“One Thousand Mem- 


bers for 1926.” 


One Thousand Members for 1926 


The details of the group insurance 
proposition were explained by Na- 
tional Secretary T. A. Delany. Hon- 
orary President Waldo M. Oakman, 
a member of the insurance commit- 
tee, also spoke at length upon the 
benefits to be derived from this in- 
surance, as did Vice-President 
Harry P. Lynch of Boston, who, in 
the absence of President Frank W. 
Lord, presided at the Feb. 13 meet- 
ing. Mr. Lynch was a delegate from 
Boston to the N. S. T. A. convention 
and gave a most interesting account 
thereof. President Lord sent a tele- 
gram from Chicago expressing his 
approval of the insurance feature. 
Secretary “Billy” Noll spoke in 


' a $) 
7 p= .) et<eii © 
t» i es Satis i 
' 
et 
- 


silt t 
ati 


—_ 
i 


by 


¥ 


o 


t ; 


- 


apolis. 


favor of the insurance plan and re- 
viewed the proceedings of the “pre’’- 
N. S. T. A. convention meeting in 
Boston in December. 


Wanted—More Men’s Shoe Styles 


The meeting then resolved itself 
into an enthusiastic discussion on 
the subject of “How Can We Bring 
About a Greater Consumption of 
Men’s Shoes?” It was stated that 
the reason for the present slowing 
down in the movement of men’s 
shoes to the consumer might be due 
to the fact that shoes for the mascu- 
line sex are “too meaty,” too heavy 
and “plump,” that the consumer is 
being given too much wear consist- 
ent with the necessary style changes 


* oh 


This event is annually promoted by the Indiana Shoe Travelers’ Association. 
he is at the head table, second man at right —--.:--. - stein 
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SHOE TRAVELER NEWS 


Edited by Helen M. Haney, Associate Editor 


It was recalled that in the old 
days there were bals, buttons and 
bluchers, high heels and low heels, 
high toes and low toes, narrow toes 
and wide toes; that there were cloth 
tops and leather tops, besides tans, 
and blacks, and whites, and patent 
leathers. In these days the only big 
demand for shoes is for heavy, 
“meaty” effects in oxfords, with few 
variations as to lasts and patterns. | 

That there is a demand for“ more,’ 
style in men’s shoes. jesé¥idenced by | 
the fact that whebe “speed” has: 
been introduced and these shoes): 
well displayed by the merchant, a 
larger volume of business has been‘ 
transacted than by “playing” the: 
conservative types. It was the 
consensus of the meeting that men 
want style in shoes just the same as 
do women. 


Novelty Types Popular 


The thought has come to many 
dealers, it was stated, that with the 
new effects in men’s apparel a 
change also should be due in men’s 
shoes to more “snappy” and varied 
lasts and patterns. The popularity 
of many novelty types of golf shoes 
was cited as another indication of 
men’s alertness to greater variety 
in patterns and lasts; that where 
the plain, conservative lines con- 


~ es. . 


Here is the “big bunch” of buyers from the Hoosier State who attended the recent “Shoe Buyers’. Week’. at Indian- 


F.. E. Hart, president. Here 
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Most Complete ‘In Stock’’ Line of Senior and Junior Misses’ 
Children’s and Infants’ Turns of Any Manufacturer 


|= 


B Grade 
hild’s ey "Boring One, A Grad . ty Grade 


rin it Lined, a an out 
600—Misses’ and Child’s Pat 
8% to 11 Spring nb a ‘ed out se: 
Leather "L 3 to 


pring Heel.. 
ii , 2 4 Rubber Heel.... Hy 3 
60i—Same in TAN CALF. 


WANTED 


Seo 8 ole : by Your Customer— 


664— Misses 
Instep Strap, Ball strap, ¥ - out 
throat, Drill ‘Lined; 3 to 8 


1.45 

eRe tie 238 LITTLE TRETCO Shoes meet perfectly 

Bole. $1. the steady demand for a child’s shoe that is 
equally attractive in appearance, quality and 
price. They are always of such sensible, trim 
designs that they please both mothers and their 
children alike! And their high grade upper 
leathers, superior soles of genuine “oak-tanned” 
bends make records in wear! You will find 
LITTLE TRETCO’S real sellers. Try the 
numbers shown here. They are all priced in 
favor of the merchant. Order samples today. 


HOES 


Children’s and 


Infants’ Turns 


TRADE MARK 


Senior and 


Junior Misses’ 


TTLE 
TRETCO. 


The Robt. E. Tubman Co., Baltimore 
Established 1906 


New York Distributors 
Carrying a Complete Stock of ali TRETCO Numbers 


. KELLERS SHOE COMPANY, Inc., 198 Church Street, New York City 











When writing to advertisers please mention Boor anp SHor Recorver 
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E. C. Smeltzer, vice-president of 
the Indiana Shoe Travelers’ As- 
sociation 


tinue to prevail, there is nothing of 
variety to induce men to buy. 


Lighter Weights, Narrower Toes 


It was stated that when the spring 
season opens the lighter weight 
shoes, in a wide variety of different 
patterns and a narrowing up of 
toes, will make a strong bid for the 
volume men’s trade. Said one 
traveler: “How ludicrous it is to 
find men wearing in warm weather 
heavy weight uppers and 16 to 18 
iron soles, sometimes, too, with ex- 
tension edges. They might as well 
wear ear muffs and fur caps.” Sum- 
mer weight shoes in snappy lasts 
and patterns should be a prime fac- 
tor in the solution of a greater 
men’s shoe distribution. 


“Larry” Horan with 
- American 


L. J. Horan, familiarly known 
among the boys as “Larry,” has now 
taken over the line of the American 
Shoe Co. of Brooklyn and will cover 
the Middle West, New England and 
New York metropolitan trade. He 
has already started on his initial 
trip through the Middle West and 
hopes to put the American line over 
with a bang. 

“Larry” Horan has a very high 
grade following among retail mer- 
chants. He has the well wishes of 
all his friends. His headquarters 
are Room 622, Marbridge Building, 
New York. 


Boone with Selz, Schwab 


F. W. Boone of Los Angeles, re- 
cently joined the salesforce of Selz, 
Schwab & Co., with territory in 
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Southern California. He succeeds 
Sam Juneau. Mr Boone has a large 
trade following, and is very popular 
with the Pacific Coast boys. 


Curry with I. Grossman, 
Incorporated 


H. W. Curry travels the Middle 
Western States—from Canada to 
Texas; from St. Louis to Denver for 
I. Grossman, Inc., Chicago. H. W. 
is known to his many friends as 
“Howard.” It was while a RECORDER 
representative was calling on Joe 
Langley, shoe buyer for Mannheimer 
Bros., St. Paul, that Howard “hove” 
in sight. “Come right up-stairs, 
Howard,” was the greeting. This 
Howard did and then proceeded to 
show his new numbers in women’s 
high-grade McKays. Some years ago, 
Mr. Curry was in the retail shoe 
business in St. Paul and had charge 
of the Style Show in connection with 
a former convention of the North- 
western Shoe Retailers’ Association 
at St. Paul. 


Charles Auer, who covers Penn- 

sylvania, West Virginia, Virginia 

and New Jersey for the Cahill 
Shoe Co. 


Auer Again with Cahill 


Charles Auer, who has been out 
of the shoe business for about nine 
months, has returned to the industry 
and is now connected with the Cahill 
Shoe Company, Cincinnati, makers 
of “Cahill’s Catchy Creations.” Char- 
lie will cover Pennsylvania, West 
Virginia, Virginia and New Jersey 
for the Cincinnati company. 


Morris Friedman Is Dead 

Morris Friedman, well known to 
the Pacific Coast shoe trade, is dead. 
Mr. Friedman had been connected 


71 


for a great many years with Buck- 
ingham & Hecht. After leaving 
Buckingham & Hecht, he joined the 
salesforce of the Whitcomb Shoe Co. 
He was a nephew of Louis Friedman 
of Friedman & Rogers and a cousin 
of Phil Simon of Frank & Hyman. 
Morris Friedman was a high-grade 
shoe salesman in every sense of the 
term. He had a host of friends in 
the industry. His passing on has 
brought sorrow to a wide circle of 
friends. 


Kaltenbrunn Is N. S. T. A. 


Chairman of Education 


J. (“Jimmie”) Kaltenbrun: of Co- 
lumbus, Ohio, has recently been ap- 
pointed N. 8S. T. A. chairman of 
education. J. “Jimmie” is a past 
president of the National Shoe Trav- 
elers’ Association, is interested in a 
retail shoe store at Columbus and 
is Ohio representative of the Chas. 
A. Eaton Co., Brockton. He is one 
of the “live wires” of the National. 


Swanagan with Freeman- 


Beddow 


C. A. Swanagan has joined the 
salesforce of the Freeman-Beddow 
Shoe Mfg. Co. of Beloit, Wis. His 
territory is Illinois and Southern 
Indiana. 

Mr. Swanagan is better known on 
the road as “Swannie.” He started 
his selling career about twelve years 
ago with the Harsh Edmonds line of 
work shoes. He remained with them 
several years—then went with the 
Edmonds Shoe Company whom he 
represented for the past seven years 
in Illinois. 


C. A. Swanagan, who covers Illi- 
nois and southern Indiana for the 
Freeman-Beddow Shoe Co. 
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t et summer brought 
retailers a demand 
which exceeded their 
supply. 

Many more pairs of 
WHITE GLAZED KID 
SHOES could have been 
sold by the average 
dealer. 


Every passing year est- 
ablishes more firmly the 
universal acceptance of 





GLAZED JIATD 


WHITE GLAZED KID. 
because women have 
found it makes the most 
satisfactory of summer 
shoes. 


Place your orders early; 
do not underestimate 


demand—specify shoes 
of F B&C WHITE 


‘ GLAZED KID “with the 


glaze that stays.” 





319 Arch Street, Philadelphia; Pa. - 


meen rr LEATHER COS., Inc. 


Factories, Wilmington, Del. 


When writing #0 advertisers please 


mention Boot avn Sitom Ruconvta 
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“Jimmie” Gorman “home again” 
as Educator demonstrator 


“‘Jimmie’’ Gorman Returns 
to Educator 


“Jimmie” Gorman has returned to 
his “old love.” This means that after 
about seven months as special repre- 
sentative for the Mrs. A. R. King 
Co., Philadelphia, he has come back 
again to Boston as Educator demon- 
strator. “Jimmie” had been affil- 
iated with the Rice & Hutchins, Inc., 
proposition for a fifth of a century. 
To state it that way seems much 
longer than to say—twenty years, 
but the twenty years’ period was 
sufficiently long for Jimmie to ac- 
quire a real affection and very close 
tie to Educator. 

“The Mrs. A. King folks and line 
are among the very best,” said “Jim- 
mie,” in a recent interview, “but old 
associations have surely a strong 
hold on one—and then Boston is my 
home town.” 

On February 27, Mr. Gorman was 
off on a Westward trip, with first 
stop at the Ohio Valley Shoe Re- 
tailers’ Convention, Columbus, March 
1-3, where his Educator line will be 
on display at the Neil House. When 
in the Hub, his headquarters will be 
at 10 High Street. 


Fay with John S. Gray 


Francis Fay has recently made 
arrangements to represent John S. 
Gray of Syracuse, N. Y. Mr. Fay 
will cover the Northern part of the 
country from Syracuse, to the Pacific 
Coast. He is a very popular young 
man, both with the trade and with 
brother shoe travelers. On a recent 
visit to Boston, he paid a visit to 
National Secretary Delany and said 
that he was heartily in favor of N. 
S. T. A. group insurance. 
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Kennett Heads North- 
western 


Bert Kennett, who represents Utz 
& Dunn Co. in Northwestern terri- 
tory, is the 1926 president of the 
Northwestern Shoe Travelers’ Asso- 
ciation. The Northwesterners are a 
“live-wire” bunch and have a pro- 
gressive young president. Each 
month the group has a Saturday 
luncheon at their club rooms in the 
Boston Block. A very active pro- 
gram has been planned for this sea- 
son, and each member has pledged 
himself when opening a new account 
to show his N. S. T. A. card, to 
prove that he practices the high- 
grade code of ethics of the National 





Bert Kennett, President of North- 

western Shoe Travelers’ Associa- 

tion, Minneapolis. He represents 
Utz & Dunn Co. 


body of which the Northwestern As- 
sociation is a member. 

One of the interesting features of 
the Northwestern Shoe Travelers’ 
Association is its very energetic 
Woman’s Auxiliary. This group un- 
dertakes the raising of funds for 
poor families at Christmas time, 
and for toys for the kiddies. The 
latter part of November the ladies 
conduct a ball, and at other seasons 
of the year hold events which fur- 
nish the money for these charities. 


Biggerstaff with Pedigo- 
Weber 


Arthur S. Bigyerstaff represents 
the Pedigo-Weber Shoe Co. on the 
Pacific Coast. Mr. Biggerstaff is 


a seasoned and successful salesman 
of wide experience and is thoroughly 
qualified to serve the trade in his 
new territory to a high degree of 
satisfaction. 
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Wagner with Ryan-Rogers 


H. J. Wagner of Room 505, 183 
Essex Street, Boston, has recently 
become associated with the Ryan- 
Rogers Shoe Co. of Salem, Mass., and 
will cover the volume trade, exclu- 
sively. Mr. Wagner left Boston for 
his territory Feb. 10. He is most 
enthusiastic over his new line and 
stated recently—‘“I have one of the 
strongest lines of women’s McKays 
—and light, airy, welt shoes, on the 
market. I am featuring patent 
leather, black and blonde satin and 
popular shades of colored kid, in 
many new and fancy patterns, sport 
oxfords with leather and crepe soles.” 


Howard with Carlisle 


Owen F. Howard has recently 
made arrangements to represent the 
Carlisle Shoe Co. in New England 
territory. Mr. Howard has traveled 
this territory for many years and 
is personally acquainted with every 
customer on the retail trade circuit. 


Le Favor with the Taylor 
Shoe Co. 


In the RECORDER’S Shoe Traveler De- 
partment of February 13, we told the 
story of Harry Le Favor joining the 
sales force of E. E. Taylor Co. The 
branch of this .house with vhich 
Harry has affiliated is “The Taylor 
Shoe Co.” It sells its product to 
the large retail shoe trade, instead 
of the wholesale shoe trade. Harry’s 
territory includes sections of “The 
Lone Star State,” Arkansas, Loui- 
siana and Missouri. 





Arthur S. Biggerstaff, who covers 
the Pacific Coast for the Pedigo- 
Weber Shoe Co. 
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SCOTT SOLES 


ect 


A coMPREHENSIVE advertising program* telling the story 
of the Wescott Soxz will be launched next month in a 
selected group of class magazines, reaching a million men 
and women. 

This means that there will be a steady demand for shoes with 


Wescott Soxzs this coming season. Are you going to take advan- 
tage of this wide open market? 


The Wescott Soiz is the ideal sole for sport wear. Made of selected 
cotton felt and unvulcanized rubber. It possesses the lively springi- 
ness of the pure rubber sole and the cotton supplies a fibre that 
gives it remarkable tensile strength that prevents spreading. 


*Wescorr Sote advertising will appear in Uanity Gair, Spur, Town and Country, 
Theatre, American Golfer, Golf Illustrated, and Life. 


United Shoe Machinery Corporation 
Selling Agents 


205 Lincoln Street Boston, Massachusetts 


When writing to advertisers please mention Boot ann Sor Recorper 
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LIGHTWEIGHT 

A lightness and flexibility un- 
paralleled in any other sole for 
sport wear. The 25% cotton, 
which is lighter than any equal 
amount of rubber or other rub- 
ber sole ingredients, makes the 
extreme lightness possible. 


eon 


WATERPROOF 
75% rubber, enough to protect 


the sole completely from 
water absorption. 


end 


SLIP-PROOF 


The combination of rubber 
and fibre in an unvulca 
condition gives the sole sur- 
prising traction even on wet 
pavements. 


en 


TENSILE STRENGTH 


The Wescott Sole will not 

spread out over the welt of the 

shoe and looks neat and trim 
during its entire life. 


ewes 


LONG WEARING 


Exacting tests for durability 
show this sole to offer wear 
equal to and in many cases sur- 
passing that of any other sole 
used on sport shoes. 


USC 
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Arnold Rosenberg, the youngest 

member of the S. Rosenberg & 

Sons Co.’s salesforce. His terri- 

tory includes Virginia, Ohio and 
Illinois 


A True “Chip of the 
Old Block”’ 


Arnold Rosenberg, son of Louis 
Rosenberg of S. Rosenberg & Sons 
Company, Boston, is following in the 
footsteps of his father and his 
famous grandfather “the King of 
Jobs.” 

His territory includes Virginia, 
Ohio and Illinois and though the 
youngest salesman on the Rosenberg 
roster he has already shown true 


A. E. Bushnell of 1432 Pacific St., 
Brooklyn, N. Y., is in his eighty- 
fifth year. The other day, after 
sixty years—plus—as a travelin 

salesman for the leather and fin 

ings trade, Mr. Bushnell decided 
that he would retire. For a hal 
century he represented E. E. 
Spencer & Co., now out of busi- 
ness. His last affiliation was with 
Lyons & Co. Mr. Bushnell has a 
large acquaintance on the road. 
He stated just before retiring 
that he believed that he was the 
oldest traveling man on the road, 
and he does not know of a cus- 
tomer living today that he sold 
shoes to sixty years ago. The 
best of the story is that he is 
still enjoying good health. His 
first two initials stand for “As 
Ever”—so he signs his letters— 
“Yours, A. E.” He would like to 


Rosenberg sales ability. 


Hugh Doyle has recently joined 

the salesforce of the M. A. Pack- 

ard Co. of Brockton, Mass. He 

will cover Pennsylvania, Balti- 

more, Washington and Philadel- 
phia for this house 


have some of the boys on the road 

write to him. In addition to his 

other good recommendations, 

A. E. is a Civil War “vet,” a 

member of Winchester Post 197 
G. A. R. 


Dave Tobin on Trip 


Dave J. Tobin, who travels for 
Gray Bros., Inc., Syracuse, N. Y., 
left Boston on February 23 for a 
trip through the Middle West and 
New England. Dave reports a good 
business in his section, and says that 
step-ins, in some twenty-five pat- 
terns or more, are popular in the 
light colors of parchment, blonde and 
sauterne, also that straps are good. 
Mr. Tobin is known throughout to 
his trade as a good style counsellor. 


F. H. Wood, formerly “twin 
traveler” with Mr. Tobin, is vice- 
president of Gray Bros., Inc. F. C. 
Ayling is the factory man. 


“A man never appreciates ashes 
until he slips on the ice.”—Walk- 
Over Factory Prints. 
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Joe W. O'Neill, formerly of the 
C. A. Goodnow Shoe Co., Boston, 
with six years’ experience in the 
New England district, is now the 
New England representative of 
the Portage Shoe Co. of Milwau- 
kee, Wis. Mr. O'Neill started out 
to call on the trade Feb. 1 


Porter with Richardson 


Earl D. Porter has joined the 
salesforce of the W. C. Richardson 
Co., Inc., of St. Louis. Mr. Porter 
for the past ten years was affiliated 
with the Hamilton Brown Shoe Co., 
the last three in the capacity of pro- 
duction manager. He states that the 
Richardson company is “one of the 
fasting growing concerns, dealing 
in leather, shoe findings and novel- 
ties, in the Middle West.” LEarl, 
with his wide experience shoe-wise, 
usually “hits the nail on the head” 
when he sets forth a certain idea. 


Dave J. Tobin, who covers New 
England and Middle West for 
Gray Bros. Inc. 
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The Countess, a 
stylish auto- 


Any Style You Want! 
matic fastener 

wear, ROM heavy overshoes for outdoor 
work to light gaiters with automatic 
fasteners or buckles. Any kind of galoshes 
your customers want can be had in the 
“U.S.” line. There is no concentration on 
one “U.S.” style, but a wide assortment 
of gaiters and arctics made as well as they 

can be built. 
heavier than Every gaiter or arctic in the “U. S.” line 
and country is up to the “U. S.” standard of excellence. 
There is the same high quality in “U.S.” 
Galoshes that has been identified with 


“U. S.” Boots and Rubbers. 


The “U. S.” salesman is on his way to 
you with samples of the new galoshes. He 
will show you a full variety of good, profit 

warm, heavy building styles. Before placing your order, 


overshoe for 


Maden with see the new additions to and improvements 


red sole. in 1926 “U.S.” Rubber Footwear. 


United States Rubber Company 
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Retail Rubber Shoe Stocks 


Are Running Low 


Storm Causes Big Gaiter Demand 


UBBER shoe men are being 
R flooded with demands for 
heavy goods. Snow and 
slush have made galoshes the only 
possible footwear, if one would walk 
about in the great outdoors of 
northern climes. Retail shoe mer- 
vhants made a good “clean-up” on 
gaiters when the first big snow fall 
of the season occurred, the first of 
February. Before the folks “fairly 
emerged from the snow banks under 
which they were buried,” along came 
another blanket of snow and then 
a rain—so that for practically the 
last month, there have been many 
“S. O. S.” calls for galoshes—‘“Give 
us more galoshes—and still more 
galoshes,” has been the general re- 
frain. The rubber shoe manufac- 
turers have been fully alive to the 
situation. The rubber shoe sales 
managers are constantly studying 
weather maps and “sweeping the 
sky” for snow and rain storms—they 
felt some time ago that an “onrush” 
for galoshes was about to take place, 
now they are happy that they have 
not erred in their deductions and 
have been making every effort to re- 
lieve the shortage. 


HE sentiment of the rubber shoe 

men is epitomized in the state- 
ment by one of the Boston office force 
of The Beacon Falls Rubber Shoe 
Co.—who says—“Clare” Wheeler, 
manager of The Beacon Falls Rub- 
ber Shoe Co., 241 Congress Street, is 
wearing “The smile that won’t come 
off.” His chief wish is for con- 
tinued snow and slush. He states 
that he hopes the retail shoe mer- 
chants of the country will be as 
happy, through the continued good 
demand for galoshes, as all hands at 
his office, and he himself in particu- 
lar, are happy.” 


HE popularity of the galosh in 
the Middle West and Northwest 


above-mentioned metropolis, is a 
necessity. The flapper who former- 
ly walked through slush and snow, 
with no other foot covering than a 
dainty satin pump learned in the 
days of the galosh craze that there 
was warmth and comfort in galoshes. 
At the present time, the women otf 
New York City and Greater New 
York are so committed to its use that 
even a little rainstorm brings 
galoshes to the feet of the fair sex. 
Flappers and grandmas are both of 
the same mind—there is absolutely 
no age discrimination in the vogue 
of the galosh. 


HE prevailing style in the 

shortness of the woman’s skirt— 
the light colored stocking—the fact 
that the ladies simply do not intend 
that their delicately tinted hosiery 
shall become mud spattered—have 
been, and bid fair to continue 
to be, strong factors in the 
continued style and practicability 
of the galosh. There are also 
intimations that on a bleak day 
the long stretch of thinly clad 
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leg, from the top of the shoe to the 
knee-length skirt, gives its wearer 
much discomfort as to cold, and the 
cozy lining and “friendly embrace” 
of the galosh top is not undesirable. 
The flapping galosh during the cold 
days in New York and Boston was 
oft superseded by galoshes with slide 
fasteners, or buckled, or snapped, 
trimly—the “swashbuckling” fash- 
ion of previous years having been 
decided upon as not so “smart” as 
the hugging-top style. 


Name on Heel 


BROCKTON, MaAss.—A. C. Hayden 
of A. C. Hayden Company, who 
makes rubber heel and sole molds, 
has recently patented a device in the 
form of a small circular mold of 
rubber, which fits tightly into a 
circular socket in a rubber heel, and 
is rivet fastened. This small round 
mold is removable and may be 
stamped with the name of the re- 
tail shoe store, or that of the shoe 
manufacturer. 


An acute shortage of galoshes in New York, due to heavy buying during the 
recent blizzards, led the United States Rubber Company to institute a special 
airplane service to get supplies from factories to dealers there. The first plane 
from one of the company’s New England factories arrived at Mineola the after- 
noon after the big storm of Feb. 10. Further trips were made and will con- 
tinue to be made while the emergency lasts. “There is a shortage of all types 
of galoshes and particularly of the popular slide fastener type,” says the United 
States Rubber Co. 


in winter time has long been noted. 
Until a few years ago, it appears to 
have been a mere fad in America’s 
leading style center—New York 
City; but today, the galosh to the 
young woman of fashion -in the 
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The world’s 
largest producers 
at your door 


UR six great factories are yours to serve— 


That goes—whether your need is a modest 
counter or a complete store— 
For this is Equipment Headquarters—and on “tap” 


at all times—you'll find every type of retail need 
from the finest obtainable to the lowest in 


price that’s good. 

* * *& 
And if your store plans are still on paper—sc much 
the better— 
Our National Designing Service has planned more 
store interiors than any similar organization on earth. 


On its board are engineers, architects and business- 
builders—men whose long experience is your assur- 
ance against mistakes. 


Call us in before you build—it may save dollars 
and regrets. 


GRAND RAPIDS 
SHOW CASE CO. 


World’s Largest Manufacturers of Quality Store Equipment 


FACTORIES: 
GRAND RAPIDS, MICH. PORTLAND, ORE. 
BALTIMORE, MD. NEW YORK, N. Y. 


When writing to advertisers please mention Boot anp Suor Recorper 
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SHOE STORE SERVICE SECTION 


Devoted to Findings, Fixtures and the Proper Display of Merchandise 
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Those Little Extras 


By A. V. Fingulin 


Editor, Shoe Repair Service and Assistant Secretary- 
Director National Leather & Shoe Finders’ Association 


CROSS the table from me at a 
A luncheon during a recent con- 
vention there sat a shoe re- 
tailer, the proprietor of what was at 
one time considered the “very first” 
among the leaders of the shoe stores 
in a large Middle West city. Today, 
while it still does a good business, 
because its age is more or less a 
sign of reliability, it must be con- 
tent with seeing a number of newer 
and younger stores stepping ahead 
of it and being generally regarded 
as the “live-wire” stores of the city. 
To my question, “Do you folks sell 


me and I found myself answering, 
“Why, yes, of course, to be sure.” 
At the same time I wondered why it 
was that when I bought some paint 
the other day the salesman, while 
getting the bundle ready for me, 
pleasantly remarked, “Doing some 
touching-up? How about your 
brushes, and maybe a little putty? 
Ten cents’ worth will go a long 
ways.” Notice carefully he was 
after that extra ten cents. For 
profit? Yes. But as a little extra 
bit of service, too, in the way of a 
reminder that I appreciated. 


much along the line of shoe 
supplies?” he replied, “No, not 
so much. Fact is, we can’t 
afford to. I mean, my sales- 
men can’t. They’re expected 
to sell shoes and you can’t ex- 
pect them to take the time to 
fool around with such small 
items. They must deal in 
bigger units, and they have all 
they can do to sell those shoes 
properly.” 

That answer surprised me, 
to say the least. But, because 
of the place and the occasion, 
I didn’t venture into any fur- 
ther discussion. However, I 
did a lot of wondering. I 
wondered if he simply could 
not afford not to sell them, and 
I wondered if the fact that 
those other stores in his city 
did sell those things did not 
help to explain why his store 
was no longer the leader of the 
leaders. Couldn’t it be possi- 
ble that this man’s attitude 
towards the handling of shoe 
supplies was indicative of his 
attitude toward a number of 
other things that meant profits 
and progress? 

“My salesmen are expected 
to sell shoes.”. Those words 


kept repeating themselves to ~ 


RECORDER MERCHANDISING 
CALENDAR FOR MARCH 


March 1-6 

How is your present inventory on mer- 
chandise that will be “out” in spring? Don’t 
ae any effort to clear these items now. 
ile in your locality it may be the part of 
wisdom at this time to build your major dis- 
plays on spring styles, still you can devote 
a little window space and some small special 

ads to bargains. 


March 8-13 

If you haven’t already done so get a 
handy man in the store or the local sign 
shop busy on a St. Pat’s Day setting. Else- 
where in this Shoe Store Service Section you 
will find an appropriate design sketched and 
described. 

Your spring lines should be in by now. 
Call your mare wee together and go over 
these shoes them point by point so that 
they will be able to present them to the best 


advantage. 
March 15-20 
The first three days of this week party 
slippers should be given prominence because 
the 17th is quite a po » ag arty date. 
Easter comes April 4 wer J to feature 
Easter footwear. 
March 22-31 
lenty of steam into the advertising 
now. e 27th is Palm Sunday. Illustrate 
. number of good styles in sized news- 


peper Get plenty of spring “atmos- 
here” » Into t the ads and the window displays. 


Put 


If a dime sale of putty is worth 
going after, then why not a twenty- 
five or fifty cent sale of shoe polish, 
a fifty or seventy-five cent sale of 
shoe trees or a dollar sale of orna- 
ments? 

Needing a new hat recently, I 
walked into a men’s store that was 
pretty well departmentized. I was 
directed to the hat section where 
two or three young men were in 
charge, one of whom fitted me up in 
good shape. But after he did so did 
he merely hand me the hat, say 
“Thank you, good day,” and let it 

go at that? No, nothing like 
that. He walked with me 
towards the door and as we 
approached the collar section 
he inquired, “Collars all in 
good shape? Laundries sure 
are rough on them, aren’t 
they? And look at these 
handkerchiefs. Some real ones 
at a quarter.” Remember that 
just a few moments before he 
had sold me a seven dollar hat, 
yet here he was after an extra 
quarter or two. 

“That’s all fine,” I can hear 
the shoe retailer mentioned at 
the beginning of this article 
say, “but it won’t work out 
that way in a shoe store.” 

Why not? 

I fully appreciate the fact 
that the proper fitting of shoes 
is an important piece of work 
worthy of the best efforts a 
salesman can put into that 
work. He is “expected” to sell 
shoes. I can’t imagine, how- 
ever, any salesman feeling it 
would be lowering his dignity 
to sell such things which will 
help to “service” that shoe he 
was so glad and proud to sell. 
Nor it is altogether a matter 
of lack of time. . Just as the 
paint salesman suggested 


[CONTINUED ON PAGE 89] 
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CHANGE THE PUBLIC’S 
VIEWPOINT | 


“Get more shoes sold right” by sell- 
ing more pairs as well as better pairs 
to each customer. 


Educate the public that it is unhealthy 
to wear the same pair of shoes two 
days in succession. Use this thought 
on your signs and in your advertising. 
Emphasize the fact—to change shoes 
often is to have healthy feet. 
















Shoe linings absorb perspiration. 
Perspiration is poison from the body 
that should not be reabsorbed. Give 
the linings a chance to dry. 


MILLER VENTILATED 
SHOE TREES 


allow shoes to dry naturally, remove wrin- 
kles from uppers, hold the innersoles flat 
thereby insuring the appearance and com- 
fort of the shoe. 















Make shoe trees the agency to increase the 
pairage. Two pair of shoes and one pair of 
Miller Shoe Trees is a profitable combination. 











Shoe Tree Division 
O. A. Miller Uresing: Machine Company 
Brockton ” ve ” Massachusetts 
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Figure 1—An easy set- 
ting to prepare for a 
St. Patrick’s window. 
The large shamrock and 
the harps are cut out of 
wall board. The “Paddy” 
is sketched on a shoe 
carton. His hat is card- 
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board covered with 
green crépe paper. His 
tie is green ribbon. 


Inexpensive Trims tor March 


ARCH will be a busy month, 
M and the shoe merchant will 

find little time to plan dis- 
plays for his windows, so the RE- 
CORDER is offering several settings 
already planned. 

The first event in the month will 
be St. Patrick’s Day, and the shoe 
merchant should not let this anni- 
versary pass without taking full ad- 
vantage of its display possibilities. 
It is by reflecting passing events 
that the merchant can get a desira- 
ble change into his routine window 
displays. There is no nation on 
earth that responds to a change so 
quickly as our own. We live in a 
fast age, and there is no standing 
still. The minute a merchant stands 
still the crowds pass him by, and he 
is going backward. If he is to be at 
all successful he must be as far in 
advance of the crowd as possible. 

The St. Patrick’s display setting 
suggested in Fig. 1 is not made so 
elaborate that it is going to take a 
lot of time to prepare and install in 
the window. Nothing of an expen- 
sive nature enters into its construc- 
tion. Any merchant can adapt it to 
his own use with only a few cents 
spent for decorations. 

If the setting is to be installed 


By A. E. Edgar 























Figure 3—“Stunt” Suggestions. 
No. 1—A shoe on a bed spring 
to carry out the idea of Spring. 
No. 2—Heavy wires, covered 
with green paper, and leaves, 
form the standard for this shoe. 
No. 3 — A fashion magazine 
showing shoes is displayed in 
connection with similarly styled 
shoes. 


with the permanent back of the win- 
dow as the background we would 
suggest the following changes: 


CROSS the back of the window 
and the side walls run a frieze 
about six feet from the floor of the 
window. Have the frieze white with 
a border of green shamrocks. From 
the lower edge of the frieze have a 
fringe of green crépe paper. The 
fringe should be from 12 to 18 
inches deep and scalloped, with an 
occasional white tassel or pom-pom 
of crépe paper. In the center of the 
frieze attach the large shamrock 
with the Irish girl cut-out attached. 
At each side of this, spaced at equal 
distance, the harps may be hung. 
The large cut-out shamrock is 
easily constructed. It is of heavy 
cardboard, or corrugated board, cov- 
ered with emerald green crépe pa- 
per or with silk of the same color. 
The Irish girl may be painted and 
cut out, or a printed design may be 
cut out of crépe paper and pasted to 
cardboard and then cut out. There 
are other designs to be found in 
printed crépe papers that will serve 
to give variety to the display if the 
merchant decides to have more than 
one large shamrock cut-out. 
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Figure 2—The center piece of this setting (the rabbits and egg) 

can be done very effectively in plaster; but an inexpensive way 

is to cut them out of wall board—cutting the opening in the egg 

as well as the outline. The display stand and shoe can be set 

behind this and backed up with a piece of yellow silk to repre- 
sent the yoke of the egg. 


The harps are cut-out designs. 
Good heavy cardboard will be neces- 
sary to prevent the decoration from 
bending out of shape. Strips of thin 
wood may be used at the back to 
give strength to the cardboard. 
Green and gold strings may be 
stretched across the harp and the 
decoration is ready for use in the 
window. 


HE merchant can take a leaf out 

of the housewife’s book of deco- 
rations for his window designs. We 
have adapted a favor design to make 
it suitable for use in a window dis- 
play by merely enlarging it suffi- 
ciently. The “Paddy” posed on the 
shamrock mat is composed of a shoe 
carton. The carton is first wrapped 
in white paper with the edges at the 
back and the face sketched on the 
front. A cardboard hat is made 
square in shape to fit this box. It is 
then covered with green crépe paper 
and fitted to the head. A green rib- 
bon is tied around the lower end of 
the box to represent the necktie and 
the decoration is complete. 

Displays of this character are rec- 
ognized as temporary by the public, 
and the decorations are not expected 
to be of costly materials, nor even 
very smoothly and expensively fin- 
ished. They should not be allowed to 
remain in the window over four 
days, being removed as soon as the 
anniversary is over. Where the anni- 
versary is a festive occasion that is 
celebrated by the public with social 


entertainments it is usually a good 
plan to display a large proportion of 
party slippers and evening shoes in 
these special trims. 

Easter calls for special window 
decorations. The shoe merchant will 
find it to his advantage to have at 
least three displays for Easter, one 
following the other, for about a week 
at a time. If the St. Patrick’s dis- 
play is to be installed in one window 
only it need not interfere with this 
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plan. The first Easter display need 
not be characterized with the usual 
Easter decorations. It may be best 
that the color scheme of the display 
be distinctive; the Easter colors, lav- 
ender and purple with white, being 
used. The second display of the 
series may have some of the sym- 
bols of Easter included, and the third 
display should be distinctly a sym- 
bolic display. The design suggested 
in Fig. 2 is suitable for the third or 
last week of the Easter offerings. 


HERE are two ways in which 

the center decoration can be 
constructed. The easier way is to 
employ cut-outs. A sign painter or 
card writer can supply these. The 
more elaborate way will be to have 
the design worked out in plaster of 
Paris or papier maché. This will 
have to be made by someone skilled 
in the plastic arts. The easier way 
is available to every merchant, 
whether his store is large or small. 
The temporary character of the dis- 
play makes it possible to employ the 
less expensive materials with practi- 
cally as good effect as the more ex- 
pensive. 

The large representation of the 
egg is to have an opening in the 
center with the edges representing 
the cracked appearance of an egg 
actually broken open. A stand is 
arranged at the back and an Easter 
model displayed thereon. Yellow silk 
is draped back of this, wires being 
used to keep it from falling on the 
shoe. This forms a good background 
for the shoe, and, at the same time, 
represents the yolk of the egg. 

[CONTINUED ON PAGE 85 | 























































































































Figure 4—Furniture (tabourets, etc.) lend tone to the display. 
Each store should have several such pieces, together with some 
lamps, vases, etc., for ornamentation. 
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What twenty-one years 
mean to you 


Twenty-one years’ study of correct store front building 
and service from a merchandising viewpoint backs every 
Kawneer installation. When you invest in a Kawneer 
Store Front it is not an experiment but the proven pro- 
duct of experience. 

We serve the small as well as the large in every mer- 
chandising field. 

Here are just a few of the big stores using Kawneer. You 
undoubtedly know most of them. What better endorse- 
ment can we offer? 


J. L. Hudson Co., Detroit. 
M. R. Rich Bros., Atlanta. 
T. Eaton Co., Ltd., Montreal. 
' : San Francisco 
City of Paris | Oatiand, Calif. 
Paine Furniture Co., Boston. 

H. Mahlar & Sons, Raleigh, N. C. 
The May Company, Denver. 
Browning, King & Co., Inc., Chicago. 
The Venetian Arcade, Miami, Fla. 
Broadway Dept. Store, Los Angeles. 
Hecht Company, Washington, D. C. 
M. E. Blatt Co., Atlantic City. 
The Boston Store, Milwaukee. 
Hanan Shoe Co., Memphis, Tenn. 





Hundreds of installations for many of the leading chain stores. 


Kawneer 


SOLID COPPER 


STORE FRONTS 








When writing to advertisers please mention Boor ann Suor Recorper 














THE 

KAWNEER 
COMPANY 

3313 N. Front St. 

Niles, Mich. 

Send book showing 
numerous types of 
fronts for my business, 
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¢e American Interlocking Shoe Store Chairs 








Illustrating 
No. 4001 


lybuilt-up back. 
CRenneled wood 
panels from solid 
stock, uae 42 
unds. Mahogany 
vod Welnut finish. 
Also white stock 
finished, any color, 
upholstered to 
order. 





Shoe Department Plymouth Clothing Co., St. Joseph, Missourj 


30% More Seating Capacity 


with Modern Shoe Store Chairs 


ROGRESSIVE shoe merchants will 

L find a vital fact illustrated in the shoe 
department of the Plymouth Clothing Co., 
St. Joseph, Mo. Please note that the right 
side of the photograph pictures American 
Interlocking Shoe Store Chairs. On the 
left, just behind the radiator, you will see 


And More! 


the leg of an old-fashioned chair. And these 
are the facts: Where 20 old-fashioned chairs 
fill the space to the left—26 American 
Interlocking Shoe Store Chairs fill the same 
area to the right. 30% more seating capacity 
—room to handle 30% more customers, with 
American Interlocking Shoe Store Chairs. 


Free Booklet 


For 16 years we have madea specialty 





There are other advantages in the 
use of this modern shoe store equip- 
ment. Advantages which mean to you 
a finer store—a better grade of cus- 
tomer—a prestige that always comes 
to progressive, prosperous -looking 
stores. For American Interlocking 
Shoe Store Chairs are more comfort- 
able: for customers—and infinitely 
more attractive. 


_ These great 
features 


Greater seating capacity— 
chairs interlock. 

Greater comfort for your 
customers. 

Greater durability — these 
chairs are guaranteed 
against breakage. 

Greater economy in cost. 
15 years of experience to 
serve and assist you. 





— iy 








of Shoe Store Chairs. Have equipped 
leadingstores from coast to coast. Our 
designers and draftsmen will suggest 
free of charge, and with no obligation 
on your part,an arrangement of chairs 
most suitable for your specific require- 
ment. Write us about this service— 
and ask for our frec illustrated book- 
let “The Shoe Store Beautiful.” 


American Seating Company 


1016 Lytton Building 


BRANCH OFFICES—NEW YORK; Rooim_601, 119 W. 40th St. 
BOSTON, Room 302, 69 Canal St. 


Chicago, Tilinois 


: PHILADELPHIA, Room 703, 1211 Chestnut St. 





— 
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Simple tables and plateaus can 

be made in the store. These 

can be repainted several times 

or covered with varied ma- 
terials. 


It is suggested that the permanent 
background be covered with panels 
similar to those illustrated. These 
are made with tops in Gothic arch 
effects, the paneling being outlined 
on them with painted lines. At each 
side a shelf is built upon which is 
placed an Easter lily. 


HERE are a great many novel 

effects that can be obtained for 
the window display with a little 
effort. In Fig. 3 the first suggestion 
carries out the idea of spring. A 
number of bed springs are placed at 
intervals in the display, with a shoe 
oneach. If bed springs are not avail- 
able, heavy telegraph wire may be 
bent and used instead. Three or four 
of these in the window will be suffi- 





























Card No. 1—A design of 
the plain panel type. 
Lavendar panel; green 
lettering..and purple 
border complete it. 


cient to cause comment, and as it is 
sure to be favorable it will be the 
best kind of advertising. 

The second idea is that the foot- 
wear displayed is comparable to 
spring flowers. Two heavy wires 
may be twisted together to form the 
standard with the ends forming a 
clasp into which the shoe is fitted. 
This is to be covered with green 
crépe paper and have green leaves 
added at intervals. 


HE third suggestion is that the 

recognized women’s publications 
be included in the display, preferably 
opened at a page where shoe fash- 
ions are discussed. A pair of shoes 
of the type illustrated in the maga- 
zine should be placed on the opened 
book. Even though footwear is not 
discussed in the body of the mag- 
azine they may be used to associate 
the idea that the footwear displayed 
in the window is of the type favored 
by the fashion magazines. 

The sketch of a shoe window dis- 
play illustrated in Fig. 4 has many 
suggestions worth noting. First, the 
raising of a part of the display well 
up from the floor of the window. 
Many window displays are far too 
flat, due probably to the lack of 
proper display equipment. Shoe mer- 
chants can remedy this defect by the 
purchase of proper equipment. Large 
stores are not usually found with an 
inadequate supply of fixtures and 
furniture, but smaller stores often 
lack a sufficient number of pieces to 
arrange good displays. 

If the merchant cannot afford to 
buy stands and tables he should ar- 
range with a local furniture dealer 
to borrow odd pieces for his displays. 
Better still, he should buy from the 
cheaper lines of furniture such 
pieces as he cannot afford to buy 
from the fixture houses. 











are distinctive 
and enticing 


56 10% 














Card No. 2—The “trick’’ 
in this card is a diago- 
nal panel of colored 
stock pasted across the 


.. upper left. 
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Figure 6—The plateau at the 

bottom of Figure 5 is here 

shown used in conjunction with 

window panels similarly dec- 
orated. 


The plan of one shoe dealer is re- 
called because it has good points 
worth presenting. At one time he 
had only a few shoe stands for his 
windows. He had no tables, plateaus 
or platforms at all, and not enough 
stands. Realizing the need of these, 
he set out to supply himself. He 
could not make a full purchase of his 
requirements, but he decided to do it 
piecemeal. He decided upon the de- 
sign he would use, and from time to 
time purchased fixtures of that de- 
sign according to his ability to pay. 
In two years he had as adequate 
equipment for his windows as many 
larger stores, and the burden of cost 
had been spread over a long period 
of time. He is now enjoying the ben- 
efits of this plan of purchasing. 











Footwear 
In the Latest 


and my 























Card No. 3 — Over a 
white mount is pasted 
a card of colored stock, 
and upon that one of 
lighter weight. 
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SHOE FIXTURES 


OF QUALITY AND REPUTATION 


We can furnish you with fixtures of Wood, Glass and Wrought Metal, 
all strictly guaranteed 


IMMEDIATE DELIVERY! 


All Glass Fixtures and several lines of Wood Fixtures are in stock for 
Immediate Delivery 
ANY OF THE FOLLOWING CATALOGS AWAIT YOUR ASKING 
Catalog No. 22 of wood. Catalog No. 18 of glass. Catalog W. I. of wrought metal 


SAMPLES OF IN STOCK WINDOW VALANCES, PLUSHES AND THE 
NEW LIGHT WEIGHT SUN FAST FABRICS SENT ON REQUEST 


Visit Our Chicago or New York Show Room 


NEW YORK SHOW ROOM THE HECHT FIXTURE CO. 


SEN on Gouna pos Sth DEPT. 12 


oT Medinah Building, Wells St. and Jackson Blvd. 
Chicago, Ill. 


When writing to advertisers please mention Boot anp SuHoz ReEcorver 
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View toward the rear of the store. 
The door opens onto a promenade in 
the Hotel Sherman, overlooking the 
Celtic Grill. A tapestry behind the 
desk lends color to the decorative 


scheme. 


Front section of “Billy’s 


” 


new store. 


The two doors leading into the 
windows, and the placques above 
them, present the classic effect of 
old bronze. In reality they are of 


Anaglypta and not at all costly. 


Dolling Up the Small Store 


Costly Effects Inexpensively Achieved 


HIS shop of Billy’s in 

| the Sherman House, 

Chicago, is not large. 

Nor does it represent pro- 

digious outlay on equipment. 

The first fact is obvious at 

a glance; but the second is 

not, for, as an observer re- 

marked, “Billy’s looks like a 
million dollars.” 

“Billy” is W. J. Biggs, 
formerly manager of the 
shoe department of Gust, 
Blast Co., Little Rock. As- 
sociated with him is B. K. 
Hubbard of the Racine Shoe 
Co. Besides handling some 
dealer accounts, Mr. Hub- 
bard is pattern maker and 
designer for this firm, 
which makes to specification 
all the shoes sold in Billy’s 
stores. 

This is the third Billy’s 
shop, selling only men’s 
shoes at $7, which Messrs. 


Biggs -and Hubbard have . 


The brick in this window 


and the frame of the 
realistically 


= 
nis 


background is cork. The 
ornate door in the center, the lanterns 
e are of Anaglypta, very 


as 0 


bronze 


ing it 


opened in Chicago within 
two years. It is in the Sher- 
man House, fronting on 
Randolph Street opposite the 
City Hall, the rear opening 
onto a promenade overlook- 
ing the Sherman’s famous 
Celtic Grill. 

The window back is de- 
signed in antique faced 
brick. This is most impres- 
sively set off by a massive 
door of old copper bronze 
with chased ornamentations, 
high-lighted with blue. This 
is flanked by lanterns of the 
same material. 

Marveling at so fine and 
costly a setting for such 
modestly priced shoes, the 
writer stepped in to ask Mr. 
Biggs for his viewpoint on 
this. After expressing ex- 
treme gratification with the 
drawing power of his win- 
dow back, Mr. Biggs re- 
marked: “And it costs less 
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naglypla 


The Aristocrat of Display Accessories 





9 


Doors, window and 
valance of Anaglypta, 
finished monumental 
bronze. 

Background of Murd- 
costone in pink, white 
and buff. 

Fleor of Murdcostone 
tiles, white and black. 
Metal lamps finished 
to match doors. 


Send for “Self Serv- 


ice Manual’ 


The Scope of Decorative Themes | 
Within Your Display Budget Is 
Multiplied by Anaglypta Backerounds aa 


A cork composition faith- 


This is an imported material finished in exact imitation of any fully reproducing stone, 
brick, ete. Varied finishes. 


composed of white rag pulp. metal, stone or wood—antique Easy to saw and nail up. 


Comes in slabs an inch 


The designs are moulded under or modern. It is very light and thick, any size up to 12 x 
heavy hydraulic pressure. It is 36 inches, or cut in stand- 
made up in an endless variety of durable—very easy to handle apts 
relief designs for panels, doors, and to clean. Can be refinished 
windows, placques, friezes, in different effects as often as 
mouldings, sculpture. It can be desired. 

Send a diagram of your windows and if you wish us to estimate 

on a new background we will send sketches with approximate cost. 


Send for your copy of the Anaglypta catalog today 


THE MURDISON COMPANY, Ine. *° * Gistisen “> 








New York Los Angeles <Toronto 
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than most ordinary wooden back- 
grounds.” Then he let the cat out of 
the bag. That solid looking masonry 
is composed of cork, which comes in 
sheets. This cork serves as an insu- 
lator. Mr. Biggs says that it has kept 
the windows from steaming up or 
frosting. The panels, or doors, which 
cannot be distinguished from metal, 
are of Anaglypta. This is a new ma- 
terial composed of pure rag pulp, 
which is hydraulically pressed into 
various designs. It can be finished to 
represent any metal, stone or wood. 
The most intricate tracery or sculp- 
ture can be reproduced in it with 
fidelity to detail and at small cost. 
The placque in each window also 
has a frame of Anaglypta. A series 
of different designs for these 
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placques, on intedchangeable panels, 
are used. 

The reverse side of the Anaglpta 
doors in the windows is shown in 
the view above at the left. These 
panels and the placques above them 
are finished as copper bronze. Thsi 
front wall has a rough plastic treat- 
ment over wallboard, known as ana- 
stipple, finished in a bright mottled 
gray. The side and back walls are 
of a plain light gray and the ceiling 
of a still lighter gray. Chairs and 
fixtures are of silver gray and the 
stock boxes match these, with letter- 
ing in gold outlined in blue and red. 
The rugs are taupe, with blue bor- 
der and stripes. Above the foot 
mirrors set in the shelving are fruit 
bas reliefs done in Anaglypta. A 
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tapestry over the desk near the rear 
lends warmth and dignity to the 
decorative scheme. The glass doors 
seen at the rear lead into the hotel. 
The window background, the Ana- 
glypta and anastipple work were de- 
signed and produced by the Murdi- 
son Co., Chicago. Window display 
fixtures by Hugh Lyons Fixture Co 
Interlocking shoe store chairs with 
fitting stools to match by American 
Seating Co. 

Billy’s first store was a small one 
with only eight chairs at 6241 Cot- 
tage Grove Avenue. They soon en- 
larged that and later opened another 
at 3039 South State Street. Now 
they have invaded the Loop—and are 
well pleased with the sales for the 
few months they have been there. 


Those Little Extras 





putty while getting the paint ready, 
so can the shoe salesman suggest 
laces and polishes while lacing the 
customer’s shoes. And just as the 
hat salesman walked with me to the 
door and past the collars and hand- 
kerchiefs, so can the shoe salesman 
walk his customer in the direction 
of the findings show case, especially 
if the store isn’t particularly busy 
at the moment. Little courtesies 
like these are appreciated by cus- 
tomers and can lead to extra profits. 

I wonder if it isn’t just a case of 
apathy on the part of the salesman? 
And speaking of a “findings show 
case” prompts me to again wonder 
if this apathy isn’t explained by the 
attitude of the boss himself. “Well, 


Wildfeuer Employees Put 
on Big Dance 


The biggest and best of the an- 
nual balls staged by the Wildfeuer 
Brothers Employees’ Association 
was put on at the Waldorf-Astoria 
Hotel, New York, Sunday night, 
Feb. 21. About 1200 persons, in- 
cluding many figures prominent in 
the affairs of the shoe world in New 
York, attended the big event. 

Before the ball the employees of 
Wildfeuer Brothers, their wives and 
sweethearts, some 100 strong, ban- 
queted at the Cafe Boulevard and 
then proceeded to the Waldorf-As- 
toria, where the dance was held in 
the Grand. Ballroom. 

Many special events, such as spot- 
light dances and musical novelties, 
were introduced during the evening. 
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they don’t seem to be interested 
enough around here to display those 
things. I should worry,” is about 
the way a salesman feels. 

I can recall the first time I rode 
to the top of the Woolworth Build- 
ing in New York. As I stood there 
gazing out into space I happened to 
think of a clerk working at $3.59 
per week in a little general store 
over in Watertown, N. Y. That 
clerk conceived the idea of grouping 
small pieces of merchandise and dis- 
playing those goods in such a way 
that customers could easily see and 
handle them. He put his idea into 
practice in a small way, and kept 
developing and improving it until 
now we see his name on a monstrous 


Adam Carroll’s Orchestra played the 
dance numbers, which continued 
until well into Monday morning. A 
feature of the orchestra was Milton 
Suskind of Earl Carroll’s Vanities. 


Sig Schweriner Retires 


READING, Pa.—Sig S. Schweriner 
has retired from the shoe business. 
For forty years, Mr. Schweriner has 
served the public as the proprietor 
of a retail shoe store; for seventeen 


consecutive years, he worked in a } 


shoe factory, and later sold shoes 
on the road. Mr. Schweriner has 
been one of the RECORDER’S house- 
hold of readers for many years. In 


sending us the news of his retire- 
ment, he states, “Thank you for the 
splendid service rendered during 
my business course. I wish the RE- 
CORDER continued success.” 









chain of stores built around that 
idea and extending from coast to 
coast. That name is Woolworth, and 
the building from which I was doing 
my sight-seeing was built with the 
profits from those properly dis- 
played pieces of small merchandise. 

Shoe retailers won’t all build 
Woolworth size buildings by selling 
shoe supplies—but if the profits 
from five and ten cent goods can 
help to build big buildings, the 
profits from ten, fifteen, twenty-five, 
fifty cent and dollar shoe findings can 
go a long way toward helping to take 
care of the heat and light bill, and 
maybe a part of the shoe dealer’s 
rent as well. 





A Device for Lengthening 
Shoes 


The Miracle Shoe Lengthener is 
the last innovation introduced to the 
trade in the way of a shoe stretcher. 





It performs the simple function of 
lengthening the shoe or relieving 


pressure at the toe. It is made of 
aluminum and of a very simple con- 
struction. This instrument is being 
sold by findings jobbers and shoe 
store supply houses. 








ee 
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Spring Is Near 


SHOE NOVELTIES 


Are Going Big 
List Your Needs and Order NOW 


; . Assorted patterns including 
Smaller size Rhinestone No. 08, illustrated above, 
Buckles. Fine assortment of dozen 
=. . Sa the i 
nest finish— and setting. Higher grades of vamp orna- 
He mage with attachments and ments, with stones and hand 
y ag ae beaded in doz. prs., 
: $6.00 to $8.00 
No. 143, as illustrated, and a ; 
selection of other good sellers No. 651 Rhinestone Stra 
—complete with attachments Ornament with pnedant, as il- 
and inlays, lustra 
doz. pairs doz. prs. 
Other Rhinestone Strap Orna- 
ments, doz. prs. 


'$6.00 to $12.00 


Coral Gables “zz 


Already has attained a large 
sales volume. Black silk ribbon 
with imitation pearl beads 
around edge and cut steel orna- 
ment in cen- 

ter. Doz. Pr: 

Coral Gable 

stand-up satin ornament 

of different design — in 





In Blonde or 
Opal Gray, 
doz. prs 











Beaded Buckles 


No. 116, as illustrated, and 
a selection of smart de- 
signs, complete with attach- 


ments, per 

doz. prs $10.80 
Metal Buckles in broad va- 
riety. Complete with at- 
tachments and in- 

lays, doz. prs 

Plain, 

doz. prs 


Folded Edge Pump Straps 


With imitation beaded ornaments—a very pleas- 
ing novelty for spring— 
doz. prs 











SPATS for Spring Wear 


(Pearl gray and light fawn will be big sellers) 
Style 110 Pearl Gray ¥elt Spats, per dozen 


sie 114 Spats—Pearl Gray and fawn kersey cloth, 
leather trimmed, with 4 hand sewed buttons, doz. pr. 
Style 110 Fawn Felt Spats, 
per dozen fairs 











Mail Orders Receive Prompt Attention 


Ideal Manufacturing Co. 


The House of Shoe Specialties 


4248 N. Crawford Ave. CHICAGO 








Every Progressive 
Merchant’s Dream 


Customers can be brought into your 
store by the appeal of your Display 
Windows. If your Displays are un- 
attractive and uninviting then the 
reaction on prospective customers is 
that your Merchandise is equally 
undesirable. If attractive Displays 
pay the larger stores—then they will 
pay the smaller stores too. A deco- 
rative setting is no longer optional— 
It is necessary. And, too—you will 
be surprised how little it costs. 


“+4BS2S2SeSESP+- 
‘“‘The Guide 
to Better Window Displays” 


shows the proper decoratives to use. 
We will be glad to send any Mer- 
chant a copy of this catalog. Write 
for it today. 


The Adler-Jones Co. 


645 So. Wells St. 
CHICAGO 
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Which is aD? 


The difference between “good business” 
and “bad business” is a matter of getting 


people into your store, isn’t it? 


How 


can you get them in if your store front 
doesn’t give your windows a chance to 


make good? 


5 
Paid /* Itself 


Kjeligren’s store, me .. 
Rockford, Illinois 
established in 1918 and 
for three years id a 
very satisfactory busi- 
ness. But then the 
steady growth stop 
—the sales curve flat- 
tened down. 


So a Brasco Copper 
Store Front was put 
in. The new store 
suddenly stood out, by 
ts attractive display 


Where nothing but a 
blank wall showed on 
the side street, there 
came a sales producing 
window. 


justified the invest- 
ment. In the first 
eight months of 1923 
sales ran $10,000 higher 
than for the same 
portod the year before. 
A Brasco front pays 
ites own way. 




















a ' 


No matter how much 
time and effort you 
put in arranging your 
window displays, no 
matter how good the 
values you offer, you 
might as well save 
yourself the trouble if 
you have an old fash- 
ioned, cramped, poor- 
ly designed, dimly 
lighted store front. 


Look around at the 
most successful stores 
in your town. If your 
store isn’t as live, at- 
tractive and inviting 
as the others, you 
know you need a new, 
up-to-date front. 


Why put off getting 


one? A new front is one of the safest and 
best investments you could make. You 
don’t really pay for it—you simply ad- 
vance the outlay and your increased trade 
pays you back every cent of its moderate 
cost and then keeps right on paying a 
handsome profit on the investment year 
after year of its long life. 


Brasco has meant success to thousands 
of retailers in every kind of business, par- 
ticularly shoe merchants. We can show 
you how easily you can have a fine, prof- 
itable front designed especially for your 
own conditions and installed complete by 
experts, at a remarkably reasonable cost. 


Mail the coupon below for free Design 
Folder and complete information. Do it 
right away—it’s important to you. 


Brasco Manufacturing Co. 
5035 Wabash Ave. 


Cl > 
Eastern Sales Office and Warehouse 


28-14 Wilbur Ave., 
Long Island City, New York 


"1 


BRASCO MFG. CO. 
5035 Wabash Ave., Chicago 


tion— 





COPPER STORE FRONTS) 





Send - —reerctaaat Folder and store front informa- 


gseneasdanaunesat 


SSeS See Be eee eee eee eee cee eee 
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To Display Feminine Footwear 
Naturally 
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No. 88-S 


Silk Stocking Covered 
Shoe Forms 


ONSTRUCTED of papier-mache and finished 

in flesh-colored enamel, with flesh-colored 
silk stocking covering. Combined with the natu- 
ral and graceful lines of the foot and ankle, these 
forms present a very attractive display. The 
flesh-colored finish also permits of an effective 
display of shoes and hose in matching shades and 
colors. 


ES of O'Connor J. R. PALMENBERG'S SONS, Inc. 
Ss HOME Metz in Chicag° Creators of Display Equipment for Over 70 Years 
Rube outstanding 63-65 West 36TH STREET, NEW YorK 
many - tiveness» CHICAGO BOSTON SAN_ FRANCISCO 
attrac 204 W. Jackson Blvd. 26 Kingston Street 11 First Street 
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Co “HUBTIP” “No-Metal- 
g “ Lt ine Laces Make 
. our Findings Case More 
urers & Engineer® Attractive. 


Blvd. 
, Attract the Eye and Profits Accrue 


[Muminatin 


ein are 
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| with Goods of Quality 


vo est ‘ “HUBTIP” Cabinet Containing 72 Single 
“aftr lice Wnnesseeufiay Pairs. Striking Three Color Cartons Sure to 
med Mindows, of “Metz” | Shoe Draw Attention. 


ME wits svEnLtNa’Retecore <HUBTIP” Individual Carton Keeps Laces 

-_ : < 4 6 2 S 7é — in Good Condition. Easy to 
Light Tan—Brown—Black 

A GOOD—STRONG—READY SELLER 


“HUBTIPS” 


No Metal Tips—Braid from Tip-to-Tip 


Manufacturers 
F. W. WHITCHER CO. 
332 Albany Bldg., Boston 
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A Simple System at Last! 


for 


Accurate Shoe Store Bookkeeping 


EVERY DETAIL 
OF YOUR BUSINESS 


ON ONE PAGE 


Good for Four Years 


$1500 


The Recorder Faultless Simplex System 


After years of experiment and effort 
we have at last developed what we be- 
lieve is the most simple bookkeeping 
system yet offered to shoe merchants. 


Every detail of the day’s business lies 
before you on a single page. 


Income tax records quickly taken off 
and verified. 


Buying and selling information can he 
had at a glance. 

No previous bookkeeping experience is 
needed to keep the records complete. 


A complete protection against the er- 
rors in business that cost you money 
every year. 


The Western Service Dept. 


BOOT AND SHOE RECORDER 


189 W. Madison St. 


CHICAGO ILLINOIS 


See ee See a ee ow = oy 


Carefully kept, it will give you a con- 
stant check on every detail of your 
business. 


Printed on the best ledger stock, in- 
dexed for your convenience 


The book is good for FOUR YEARS’ 
recording of your business. A cost of 
only $3.75 per year. 


Gives you quickly and accurately: 
Your cost of doing business 
Stock investment 
Turnover 
Profit 
Tax Liability 


Complete figures for bank loans 
or fire losses. 


Boot and Shoe Recorder, 
189 West Madison St., Chicago, 111. 


Please mail me on approval your Faultless Simplex System. I 
agree to return same within ten days if not satisfied—or you can 
send me your bill for $15.00 and I will send check. 





“When writing to advertisers please mention Boot ann SHor RECORDER 








BOOT AND 

















PARROT UNIT 
Wood veneer circle, 32 in. diameter, in wood 
vase painted black and decorated in gold. 
Parrot of plastic compound _ beautifully. fin- 
ished. Best grade cloth apple blossoms and 
foliage. No. 10859, Unit complete $22.25. 
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Decorate Your 


Show Windows 
Profits’ Sake 


Schack’s New Spring Flower 
Book Will Help You 


Bigger and better than ever; 28 pages in color, 
illustrating hundreds of new and novel decora- 
tive ideas that will make your displays not only 
more beautiful but successful profit producers as 
well. This New Spring Flower Book of decora- 
tive surprises will be sent you 


FREE FOR THE ASKING 


Address Dept. B.R. 
SCHACK ARTIFICIAL 
FLOWER CO. 


CHICAGO ren; teem 


Main Office and Factory 
63 E. 


134-140 N. Robey St. 








Accurate Foot Fitting 
MEANS SATISFIED CUSTOMERS 


You Will Attract and Make 
MORE CUSTOMERS 
with the 
New Adrian X-Ray Shoe Fitter 


INEXPENSIVE 
TO OPERATE 


ANY ONE CAN 
USE IT 


DOES NOT GET 
OUT OF ORDER 


WRITE 
TODAY 
FOR 
DETAILS 


ADRIAN CORPORATION 


610 Enterprise Bldg. 
Milwaukee Wisconsin 





Great Britain 





x x 
The Shoe Trade Journal 


is the oldest established Shoe 
and Leather Trades Paper in 
Great Britain. 


Established 1869 


Our Advertising Tariff will be 
supplied by the Boot and Shoe 
Recorder, Boston, Mass., upon 
application. 


THE SHOE TRADES JOURNAL 


England 


Leicester 
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‘Youll Sell Nore if 


SPECIAL OFFER 


We've designed a special service for 
smaller stores where window space is 
limited. 

It is complete in every respect and in- 
cludes the monthly merchandising 
calendar service of selling helps and 
ideas. 

The service is mailed each month in 
time for early window trims. 

Let your windows tell your story. 


$3.00 Per Month 


$30.00 Per Year If Paid in Advance 


WHAT THE SERVICE CONSISTS OF 


With your order: Four handsome dupley mat frames with 
your store name hand lettered. Two large 8” x 14”, two 
small 6” x 12”. You have a choice of two colors—silver 
grey and bronze brown. A generous assortment of blank 
price tickets to match the cards. Also special pen holder 
— pens and ink with instructions on lettering price 
tickets. 


Every month: Eight hand Gestgeed, on ae 
inserts to slip into the mat 
frames with a generous supply <. blank 


price tickets to match the card 
complete instructions for qutien = 


wey nage the service, also sell- per Month 


Also a larger Service for Larger Stores at $4.00 per month. 





you tell more / eer 


Recorder Show Card 
Room 607, 1 


Service, 
89 West Madison 8St., 
Chicago, = 
Please enter our order for the RECORDER 
SHOW CARD SERVICE for one year 


We carry Men’s, Women’s and Children’s 
Shoes and Hosiery. 


RECORDER SHOW CARD SERVICE We preter the (Grey) (Brouse) Mat 


board frames. 


189 W. Madison St. Room 607 Chicago, Il. wut = 


SEND THE COUPON NOW 
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B518—Patent Blonde Kid 
Trim $4.75 
B519—Blondine Kid, Apricot 

25 
” 


nt 
B533—Blonde Kid... .$5.00 


Kid Trim $5. 


inger” 


“G 


B456—Med. Tan Calf.84.50 


“Amazon” , 


B514—Blondine Tan Kid, 3 

way Trim of Golden Brown, 

Apricot and Blondine Kid 
$5.25 


B515—Patent trim of 
Champagne, Blonde 
and Vassar Kid. .$4.75 


New York Office: 612 Marbridge Bldg. 
B. W. MOYLAN 

Chicago Offi 

¥F. 





BOOT AND SHOE RECORDER 


2OCHESTER 


SHOES 


In Stock 








SIZES AND WIDTHS 
AA..4%-8 A..4-8 B..3%-8 C..3-8 








MART styles that turn dull 

days into busy days, and swell 

your bank balance. Send your 
order AT ONCE! 


“Clare” 


572, Patent, $4.75 

573, Black Satin, $4.75 
574, Parchment Kid, $5.50 
576, Pearl Grey Kid, $5.50 


The MENIHAN COMPANY 


SHOEMAKERS FOR WOMEN 


Rochester, N. Y., U. S. A. 


Majestic Hotel 
SATEK 


Makers of Menihan Arch-Aid Shoe 
Write for Agency Proposition 
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B508—Patent, with light 
Tan Lizard Trim . 

B509—Tan Calf with medi- 
um Tan Lizard Trim. .$4.50 


B442—Pat. Leather ..84.50 
B443—Med. Tan Calf. 4.50 
B444— Black ck 
Suede Front $4.50 


B510—Patent Leather, three 
worked eyelets $4.75 


“Cadet” 


Goodyear 


BO534—Brown Duro Calf, 
Balloon Toe, WELT.. 5 
B564—Sauterne Calf, 

ered Heel $5.00 


Oakland, Cal., Office: 424 Belview Ave. 

H. 8S. KUSHI 

Los Angeles Office: 107 East Sth St. 
E. M. HOLLANDER 
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Retail Trade ‘Takes Breathing 
Spell Before Easter Rush 





CHICAGO | 


Trade Less Active 


Chicago shoe merchants have ex- 
perienced a _ let-down from _ the 
extraordinarily good business that 
characterized the trade up to the 
first week of the month. It is the 
characteristic lull in business that 
usually precedes the extreme style 
dates during the year and mer- 
chants generally are not at all ap- 
prehensive of the quieting of busi- 
ness volume. 

Grays are still the most featured 
of the colored leather footwear, 
followed by the shades of blonde 
kid that have been popular since 
the early part of the winter, but 
from a_ sales volume viewpoint 
neither gray nor light tan has been 
especially salable. Patent leathers 
and black satins still are carrying 
the better part of the everyday trade 
volume. 

Patterns show but little change in 
style different from those styles 
that have prevailed throughout the 
most of the past year, although 
there is a tendency to heighten the 
colonial fan tongue and a trend 
toward a very narrow one-strap 
slipper pattern taking the place of 
the wider straps popular earlier in 
the fall. 








Multi-Colored Kid 


The multi-colored kid leather 
pump popularized by O’Connor & 
Goldberg last year under the name 
of “patches” is again appearing in 
red, blue and tan. combinations, 
although the pattern itself is not 
expected to find favor among any 
amount of the buyers. 

The ornaments on the sides and 
at the throat are still an element 
that is producing considerable sales 
in the strap pumps and gore ox- 
fords. 

Oxfords Popular 


The five and six eyelet oxford in 
gray kid, blonde kid and patent 
leather is probably the most popular 
shoe aside from pump patterns to 


Colored Kid Still Strong 


be found in the stores. This little 
oxford with a high quarter allows 
for exceptionally shortened vamps, 
giving a stubby appearance that is 
especially sought after now among 
the younger women buyers. 

The men’s business has not shown 
any interesting improvement from 
the rather slow volume that has 
been prevailing ever since the early 
part of the fall, although the lighter 
tan shades are picking up a little 
better than they were a few weeks 
ago. 

In the wholesale market business 
is active but not heavy. The ex- 
treme novelty lines are moving 
quickly off the floor, but in very 
small quantities as selling shortens 
the sizes and depletes the stock. 











ST. LOUIS 














Trend to Colored Kid 


A survey of the retail shoe trade 
in the downtown district during 
the past week ending Feb. 20 em- 
phasizes the decided trend estab- 
lished a week or more ago for col- 
ored kid shoes. 

The activity is increasing, al- 
though no unusual demand is yet 
apparent. Unquestionably there 
will be an avalanche of buying of 
this type of footwear within a few 
weeks. 

The blonde family has first call 
in the selection of colors, and this 
of course is exactly as merchants 











This Window Sold 4,000 Pairs in Four Months 


Signet Shoe Company’s window at West Forty-Second Street Store, New York 


Here is a window that was in- 
strumental in selling 4,000 pairs of 
one pattern, in four months, in two 
of Rice & Hutchins New York City 
stores. The shoes were a gored, 
buckle pump that retailed at $7 and 
were bought. across the board. 

Ed Gallagher, display man for the 
New York: Signet stores, designed 


and personally made the background 
placques which added materially to 
the effects. 

These placques he fashioned out 
of plaster of Paris, making the molds 
from beaver board. They represent 
an ocean scene, with ship and waves, 
all in natural colors. 

The total cost was around $60. 
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placed their commitments. Some 
stores have had a decided trend for 
blonde as against gray. For in- 
stance, one store gave figures which 
showed blonde was a 25 to 1 fav- 
orite over gray. This wide spread 
is not general, and a majority of 
stores will not show so wide a dif- 
ference between their gray and 
blonde colors. High grade stores 
will in some instances give a slight 
preference for gray. 


Gray Kid with Cuban Heel 


There is a persistent call heard 
in all stores for a gray kid pump 
with a cuban heel. Some merchants 
went away when they bought most 
' of their shoes with high heels. The 
spread between what women have 
been wearing in the lower heights 
to the more elevated types was not 
taken seriously into consideration 
when the shift was made, and 
women are not accepting the dic- 
tates of either the manufacturer or 
the retail shoe merchant as to what 
height heels they shall wear. Hence 
the demand for some cuban heel 
patterns in the wanted styles. 

Reports garnered from one or 
two spring openings which oc- 
curred this week are to the effect 
that women have not definitely 
made up their minds as to what 
type of shoe they want. This has 


happened, however, in stores where 


a wide variety of patterns are be- 
ing displayed with beautiful styles 
in abundance. The proprietor of 
one store stated that they bought 
shoes of enough different patterns 
to satisfy the whims of the most 
exacting, but their opening proved 
that there were some who asked for 
things which they had not antici- 
pated any demand for. 

The patterns are about evenly 
divided between one straps and 
pumps. Some stores may show a 
slight prestige for the step-in ef- 
fects. Another call reported in 
some stores is for a patent leather 
pump trimmed in_ contrasted 
leather. 


Vogue Issues Unique Catalog 


The Vogue Boot Shop has issued 
a spring catalog with a distinct 
flavor. The title of the first of four 
volumes, each covering a particular 
season, is “Around the world in 
Vogue Short Vamps with Vera 
Vogue.” The experiences of Vera 
Vogue have been personalized and 
an intimate sketch of tour centers 
of the world are portrayed in an 
interesting manner. The Vogue 
short vamp footwear is adroitly 
worked into the copy. Illustrations 


to accompany -each letter from 
abroad are well executed. Some 
27 styles of footwear are displayed 
in the booklet and an order sheet is 
attached to the back cover. 

It was sent to the entire mailing 
list of the company. 


Trip for J. A. Bush 


John A. Bush, president of the 
Brown Shoe, accompanied by Mrs. 
Bush, have taken the Caribbean 
trip with seventy other individuals 
of the St. Louis Chamber of Com- 
merce, who make this junket an 
annual event. A chartered boat is 
used for the entire trip. 


The new Royal Shoe Store recently 
opened in the Lillis Building, 
Kansas City. This is the largest 
of the chain of four stores in 
Kansas City and a fifth in Law- 
rence, Kan., operated by a com- 
pany headed by W. H. Toller 


; | BALTIMORE | 


Rosenberg with Forsythe 


Ben Rosenberg, who was for- 
merly connected with Wm. Hahn & 
Co. of this city as assistant man- 
ager for a period of six years, has 
taken over the management of the 
Forsythe Shoe Corp. as manager. 
He is a man who can and no doubt 
will add local environment and at- 
mosphere to the Forsythe organiza- 
tion, and, knowing the trade and 
local conditions as he does, should 
make it a rousing success. 


Business Improves 


Business is gaining momentum 
each day, and, although the major- 
ity of shoes sold are black, there is 
an increased demand for the new 
light shades of kid and reptile 
skins. Blonde, brown, and gray kid 
also alligator, are among the most 
popular of Spring footwear. 

Hess is showing a gray, spike 
heel, kid oxford, with heel, tip and 
stay of contrasting lizard calf. The 
same style also appears in black 
suede with patent leather trim. An- 
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other is a one strap pump of tan 
kid piped in sauterne kid, or gray 
piped in a deeper tone of opal gray 
leather. The above styles retail at 
$14. Another interesting shoe here 
is a bois de rose kid with lizard calf 
tip and heel, also in patent leather 
with gray lizard calf, price $12. 
The above styles each have the 
diamond shape tip. 

Hochschild Kohn & Co. is show- 
ing shark skin shoes for children. 
With each pair of these shoes, the 
customer is given a shark’s tooth 
suspended on a ribbon and a book- 
let which tells about this new 
leather and its advantages. In men- 
tioning children’s shoes, it might 
be stated that the latter is notice- 
ably made more elaborate this 
season, in fancier styles and bright- 
er colors. 


McCarns with Wise Co. 


W. <A. McCarns of Philadel- 
phia is the new manager of the 
Wise Shoe Co. Mr. McCarns was 
formerly with the Wise Co., Phila- 
delphia. 

The Newark Shoe Co., 103 W.-Lex- 
ington Street, was closed Feb. 13. 

Smith’s Snappy: Shoe Co., Inc., 
went into voluntary bankruptcy. 
The corporation’s liabilities were 
$4,800.70 and its assets $2,900. 


John Lewis Dead 


John J. Lewis, for twenty- 
eight years buyer and all-around 
utility man for the Boston Shoe Co., 
and prominent in shoe circles here, 
died suddenly, death being due to 
heart condition. Mr. Lewis was 
manager for the past two years of 
the Fayette Boot Shop. His loss 
will be felt by his many friends as 
well as his associates in the shoe 
business. The Fayette Boot Shop 
will be continued under the super- 
vision of S. E. D. Stewart, pro- 
prietor. 


CINCINNATI 


, Slower Trade 


This market was characterized 
by a general slowness of sales in 
footwear during the last week, 
particularly in men’s shoes. For 
the most part the weather has 
turned into mild spring and many 
persons are on the streets, but 
merchants complain that these peo- 
ple are shopping and not buying 
anything, least of all shoes. There 
is a general impression in the mar- 
ket, although no dealer will make 
an emphatic statement, that such 
is a fact, that sales in men’s shoes 
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are dwindling and that retailers 
selling them are having a hard 
time to turn over their stock. The 
outstanding development of the 
week in this market was the large 
number of cut price sales of men’s 
shoes. 

No particular reason seems to be 
assigned for this sudden slowness in 
men’s lines, but it may be attrib- 
uted to two. It is held by some of 
the merchants that perhaps the 
thickness of the soles of men’s 
shoes has caused the life of a pair 
to be greater now than ever before 
and hence the men have no occasion 
to enter a shoe store. A second rea- 
son is based upon the observation 
that men do not, in Cincinnati, take 
a great deal of pride in their feet. 
“If a man has a pair of shoes he 
continues to wear them until he is 
almost walking on the soles of his 
feet,” observed Eugene C. Held, 
manager of the shoe department of 
the John Shillito Company. Men in 
Cincinnati do not seem to care to 
have well-dressed feet; if their feet 
are covered with leather fairly pol- 
ished, that is sufficient. 


Patent Leather Strong 


“T have no reason to complain as 
to my business, but, of course, I 
could stand a _ greater volume. 
Women are going more for patent 
leather than kids, I believe, al- 
though there may be a greater de- 
mand here for kids later. The 
craze for high heels is a mere pass- 
ing fancy and will pass shortly. We 
are featuring most of our best lines 
in conservative heels,” Mr. Held 
concluded. 

The observations of Mr. Held as 
to the general style trend in 
women’s footwear is the general 
experience of shoe merchants here, 
although kids are going at a fair 
pace, it is expected that patent lea- 
ther again will hold sway. 


Two Departments Change 


Two shoe departments in Cincin- 
nati stores changed locations this 
week. The department in the Den- 
ton Company’s store changed sides 
and now has greater facilities of 
handling the company’s shoe trade. 
The department of the John Shil- 
lito Company moved from the fifth 
floor to the main floor near the 
door and it is expected this change 
will greatly inerease the business. 


Four Ply One Strap 


The Irwin company is showing 
an attractive four-ply one strap 
with one button, each ply of the 
strap being a different shade of 
kid. The strap is in a contrast of 


shades to the rest of the shoe. The 
Potter Shoe Company is selling a 
panama shoe for southern and sum- 
mer wear. This shoe is made in a 
one-strap effect of panama straw. 


| ROCHESTER 


Patent Demand Holds 


The demand for patent leather is 
still holding up remarkably well 
and this material undoubtedly will 
be the big seller as long as the 
walks are covered with snow and 
the women are wearing arctics and 
overshoes. 

Women shoppers are showing 
considerable interest in the new 
spring styles in sauterne, parch- 
ment and the popular shades of 
gray, but are not beginning to pur- 
chase these new patterns as yet. 
Of course there has been some 
business done in the new spring 
colors, but the big volume is still 
on the staple numbers in patent, 
black satin and footwear that can 
be worn with arctics, without dis- 
coloring the new shoe. 








Feature Reptile Leathers 


B. Forman Company are featur- 
ing two oxfords in reptile leathers 
carrying two and one-half in. heels 
which sell at $12.50 and are attract- 
ing much attention. The first ox- 
ford is of gray reptilian kid, and 
the second is a mottled kid skin- 
colored after the manner of a 
leopard skin. 


BOOT AND SHOE RECORDER 


Buy Old Shoes for $1.50 


The VanDeventer men’s boot 
shop are offering to pay $1.50 for 
old shoes to every customer who 
purchases a pair of new shoes dur- 
ing a two weeks’ sale period. 

This custom, which is a semi- 
annual event in the VanDeventer 
boot shop, was inaugurated several 
years ago and has been the means 
of materially increasing the volume 
of business done by this store. 

According to Mr. VanDeventer, 
who is a great student of human 
nature, this sales event is a real 
builder of friends for the shop, as 
everyone likes to feel that they are 
getting something for nothing and 
will purchase shoes during the sale 
to take advantage of the $1.50 offer. 

Second, it means many extra 
pairs of shoes a year, for the cus- 
tomer instead of saying fix up the 
old ones, turns them over to the Van- 
Deventer store to be repaired and 
given to some charitable organiza- 
tion. 

Third, it serves as a means of 
introducing VanDeventer styles and 
service to men who are accustomed 
to making their shoe purchases else- 
where, and’ many customers ob- 
tained through this sales event 
now regularly purchase shoes in 
the VanDeventer store. 


| emo 


Clearance Sales Continue 


Early February sees a continua- 
tion of clearance sales started in 


Hammersmith’s new store at 2109 Market Street, Galveston, Tez. 
This store has recently celebrated its twenty-sixzh year in business in 
Galveston, and is a branch of the Houston store 

































An Announcement— 


It is with a feeling of genu- 
ine pride and pleasure that 
we announce to the trade 
the connection with J. M. 
Sachs Co. of 


Mr. John H. MacRobert 


Mr. MacRobert will repre- 
sent us in a selling capacity 
covering the large volume 
trade and chain stores. 
His unusual type of ability 
together with his experi- 
ence and acquaintance 
particularly fits him to 
represent the Sachs line of 
stitchdowns whose leader- 
ship is paramount. 


Our Mr. J. M. Sachs will also continue to 
represent us as a traveling representative. 


J. M. SACHS CO., Inc. 


Stitchdown Sandals, Oxfords and Shoes 
484-496 Van Alst Ave., Long Island City 
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No. 144 PERFORATION 





HIS is one of the reasons why the 
demand for Hamilton-Wade stays 
has been so good. 


E have many other new and un- 
usual designs, samples of which are 
now ready for mailing. A request will 


bring them to you. 
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Have You Use for Additional 
Copies of Our Booklet— 
“Suggestings for Shoe Trimming?” 


_ HAMILTON-WADE CO. 


Makers of Well-Known “Biwelt” 
Haverhill Street 
BROCKTON, MASS. 



































Did You Ever 


under the market. 


Think of This? 


You probably have used equipment, shop- 
worn equipment, out-of-date models or prod- 
ucts which you do not want but which some 
one else would be glad to get hold of at a price 


I 


Classified Advertising in the BOOT AND 










SHOE RECORDER will move them quickly 
and economically. See Classified Section for 


Advertising rates. 
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January. Perhaps the most out- 
standing sale of the month is the 
sixty-first anniversary sale of R. 
H. Fyfe & Co. This anniversary 
sale is one of the important events 
in the Fyfe merchandising policy. 
New spring footwear is offered in 
this sale at a saving up to 35 per 
cent. The opening announcement 
reads as follows: 

Weather conditions have not been 
favorable for the exploitation of 
new spring lines and the Detroit 
merchants have very wisely with- 
held their spring announcements. 
These are now being made as the 
clearance sales of the respective 
dealers are concluded. 


Anticipate Light Colors 


Most shoe dealers interviewed 
anticipate a good business on light 
colored footwear. The announce- 
ment of the McBride Boot Shop in- 
dicates this new trend in colors. 
It reads: 

“The very smart shoes for spring 
will be of colored kid. Marvelous 
achievements in color; marvelous 
achievements in designs and work- 
manship. Refreshing variations on 
the beige, tan, gray theme of a 
season ago; subtle creations de- 
signed to harmonize with the cool 
pastel-like shades which dominate 
milady’s costume for spring. In a 
field of almost countless shades and 
hues, Sauterne, Bois de Rose, Ascot 
Tan and Opal Gray are the names 
which will predominate. 

“And the material? Kid, with 
how and then an added note of 
interest in the use of lizard skin 
trim.” 

Step-ins and Straps 


The spring lines displayed in the 
store windows show a preponder- 
ance of step-in types, although 
there are some straps included. 
Step-ins are spoken of as being the 
leading type by dealers and it is 
possible their purchases have been 
heavier on this type for spring than 
the strap type. Many of the lines 
featured are trimmed with con- 
trasting leathers. Combinations of 
blonde shades and light brown are 
very noticeable, while some have 
the trim in darker shades of lizard. 

Among the new lines offered by 
R. H. Fyfe & Co., are Wellington 
Boots, with blonde legs and brown 
cuffs at the top. One of the num- 
bers has a patent leather vamp. 
While it is not expected that the 
sale of these will be large in 
Detroit, it is in keeping with the 
Fyfe policy to stock all new lines 
that may be demanded by their 
more fashionable customers. 


Shoes 50 Years Old 


A curious crowd surrounded one 
of Fyfe’s anniversary windows in 
which was displayed a pair of wed- 
ding shoes sold by the firm fifty 
years ago. These are made of 
white satin Jane. The side lacing 
of these shoes is a novelty to the 
younger generation and_ recall 
memories of old-time footwear to 
the older spectators. The last is 
a rather shapeless one with a 
square flat toe. The heel is about 
an inch high, although made of 
wood, and covered with the same 
material as the upper of the shoes. 





ATLANTA 














Trade Satisfactory 


With retail shoe business in the 
Atlanta stores during the last two 
weeks of January continuing to 
show a. steady expansion as com- 
pared with the same two weeks of 
1925, dealers in the city found the 
month as a whole to be eminently 
satisfactory, with many of them in 
fact proving the best January of the 
past four or five years, and giving 
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promise of the excellent spring sea- 
son everyone in these parts seems to 
feel is certain to come this year. 

Wholesale volume during January 
also was decidedly brisk, with deal- 
ers ordering large stocks from all 
parts of the Southeast, and appar- 
ently as optimistic over the outlook 
as they have been for any spring 
season in the past four or five years, 
judging from the volume of their” 
orders for the spring lines. 

Figures of the Federal Reserve 
Bank, of Atlanta, on December job- 
bing business were issued Feb. 1, 
and show an increase of about 5 per 
cent in December shoe business for 
sontheastern wholesalers compared 
with the same month of 1924, all re- 
ports of optimistic tone over the out- 
look for the early part of 1926. 


Express Embargo Modified 


Jobbers and manufacturers in the 
Southeast selling to any extent to the 
Florida dealers will probably be grat- 
ified to learn that the American Rail- 
way Express Co., Southern headquar- 
ters of which are in Atlanta, has 
announced quite a modification in 
the embargo rulings that have so 
long prevailed in Florida because of 
the boom in progress there. Hereto- 








Eye-Pulling Windows Help Sales 


Display at Walk-Over Boot Shop, Bridgeport, Conn. 


One of the reasons why the men’s 
shoe business of the Walk-Over Boot 
Shop, Bridgeport, Conn., is making 
such good gains, may be attributed 
in part to the eye-pulling windows 
that manager Geo. W. Montour is 
constantly installing. 

This window has for a background 


velour paper on which the circles 
are pasted. Everything connected 
with the trim was made right in the 
store, but the effects are decidedly 
artistic—not a thing that looks home 
made. The entire cost was less than 
$10 for both windows. A display of 
is usually kept in two weeks. 
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A SPEEDY STYLE 
that will 
accelerate your sales 


PEP AT EVERY POINT 
IN STOCK 


for quick delivery 
PATENT, 17/8 Spike heel 
Blonde kid applique. 


BLONDE LEA., 17/8 Spike heel 
Brown kid applique. 


BLONDE LEA., 13/8 Cuban heel 
Brown kid applique. 
B and C widths. 


Send for catalog show- 
ing other live numbers 


HANNAHSONS 


HAVERHILL, MASS. 
There is a Hannahsons distributor in your section 

















THE TRAIL THAT LEADS 


—increase your | 
work shoe 
business by 


making a stronger appeal to the man 

who buys them. your line over 

and observe what appeal they make to the eye. Consider 
the cut of the tops, the shape of the toes and the color of 
the stitching. Do they really look good? 

Is the inside smooth and the soles flexible? 


Has the leather a look of quality; and the workmanship a 
finished appearence? Compare them with TRAIL MOCS. 


We will be pleased to send you a sample. 


TRAIL MOC SHOE CO. 
Saco, Me. 


Boston Office 
139 Lincoln St. 
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IN 
STOCK 


TAN STITCHDOWNS 


Plug Oxfords and Sandals 
with Halesole Bottoms 


LOOKS LIKE LEATHER, WEARS TWICE 
AS LONG AND WILL NOT MAR FLOORS. 


PLUG OXFORDS 


PLUG OXFORD CREPE RUBBER SOLE 


$1.45 11% to 2 
8 


5 to 8 
8% to 1l 2% to 


In view of the low price quoted for the qualities of- 
fered, only case lot (36 pair) orders will be accepted. 


Laing, Harrar & Chamberlin 


43 N. THIRD STREET 
PHILADELPHIA, PENNA. 








=“THE TRAIL THAT LEADS” 








When writing to advertisers please mention Boot ann SuHor Recorper 
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fore a maximum weight limit of 200 
pounds has prevailed on single ex- 
press shipments, but this limit has 
now been removed and shipments of 
almost any size will be accepted, the 
company has announced. However, 
shipments of 1000 pounds or over 
require a special permit before they 
can be sent, but this is more easily 
to be obtained than has been the case 
for some months past. 


Orr Retires as Association President 


J. K. Orr, president of the J. K. 
Orr Shoe Co., of Atlanta, one of the 
South’s largest manufacturers and 
jobbers of shoes, has retired as the 
president of the Atlanta Merchants 
and Manufacturers Association, a 
position which he has capably filled 
for the past year. He was elected a 
member of the board of directors at 
the annual convention recently in At- 
lanta, and also was given a rising 
vote of thanks for his untiring work 
as president of the body the last 
twelve months. 


Increases Capacity 


Officials of the Shenandoah Shoe 
Corporation, 112 Water Street, Har- 
risonburg, Va., have announced to 
the southeastern trade that the com- 
pany is preparing to immediately in- 
crease the capacity of its plant at 
Harrisonburg, and will henceforth 
operate on a much larger scale than 
in the past. A new building has been 
secured by the company, and ma- 
chinery and equipment is being in- 
stalled therein that will give the firm 
a capacity of nearly 3000 pairs of 
children’s shoes per day as compared 
with the former output of about 300 








| CLEVELAND 








Business Ahead of Last Year 


The retail shoe business in Cleve- 
land during the first part of Feb- 
ruary has been good. Much better, 
in fact, than it was in the same 
period last year. January was 
better also, from the standpoint of 
the shoe merchant, than was the 
same month a year ago. 

The women have been purchas- 
ing low shoes through the winter, 
with the demand for blacks exceed- 
ing that for the other colors. 
Black. satin is a good seller, but 
patent leather is going faster. 
Tans are the next in order of 
popularity. 


Low Shoes for Men 


One of the developments of the 
winter has been the increase in the 
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sales of low shoes to men for win- 
ter wear. Heretofore the men 
have been slow to take up the ox- 
fords for wear in the cold days of 
December,- January and February. 
They have worn this model in sum- 
mer but they have preferred boots 
for the winter. This year, however, 
the volume of sales of low shoes 


_in men’s stores has been unusually 


large. 

The stores report an unusually 
heavy exodus of Clevelanders to 
warmer climates. Dress shoes and 
white shoes have been selling 
fairly well as a result. 


$6 a Popular Price 


Another development that has 
come to Cleveland is the turning of 
women to the $6 shoe. That is, 
undoubtedly, the popular price for 
women’s shoes in Cleveland, and so 
strong has that price been im- 
bedded that representatives of shoe 
manufacturers located here have 
been anxious to obtain connections 
that will enable them to sell models 
that the retailer can put out to the 
wearer for $6. 
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Will Open New Store 


Grand Avenue will have another 
shoe store, to be opened early in 
March, according to an announce- 
ment made by David Rellin of 
Rellin’s Bootery, 1126 Walnut 
Street. The new store, as well as 
the Walnut Street business, will be 
operated jointly by Mr. Rellin and 
A. B. Packard, who was formerly 
buyer for the shoe department at 
Herman’s ready-to-wear store, and 
who is now associated with Mr. 
Rellin. A location at 306 Grand 
Avenue, which has been vacant 
since the building at the corner of 
Third and Grand was entirely re- 
modeled, has been secured for the 
new store and the name, Packard- 
Rellin, will be used. Plans are 
being developed for operating an 
exclusive women’s shoe shop, fea- 
turing popular priced merchandise, 
and operating on a volume basis. 
The location is a very prominent 
one, as the corner of Third Street 
and Grand Avenue is considered 
one of the most prominent business 
intersections in the city. 





MILWAUKEE 








Appoint New Buyer 


A. F. Trotts, well known shoe 
dealer in the State of Wisconsin, 
has taken over the management of 
the shoe department for the John- 
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son & Hill Co., department store at 
Wisconsin Rapids, Wis. Mr. Trotts 
was connected with the Schu- 
macher shoe stores at Madison for 
a number of years, and for the past 
three years has been with the Mat- 
tice-Foster Co. at Ripon. 


Fire in Shoe Store 


Damage to merchandise esti- 
mated at $5,000 and greater damage 
to the building resulted from a fire 
which started in the basement of 
the building occupied by the Jacob- 
son Shoe Store at Chippewa Falls, 
Wis. A stock of summer footwear 
and rubbers stored in the basement 
suffered the greatest loss, but the 
flames also made their way up the 
shelving on one side of the store 
where shoes and women’s hosiery 
were kept. 


Reopen Store 


A general store, handling a com- 
plete line of shoes and rubbers in 
addition to other merchandise, was 
reopened at Waldo, Wis., by Wil- 
liam F. Buelke, who recently pur- 
chased the business from Herman 
Groskopf. 


Lease Important Location 


Announcement has been made in 
La Crosse, Wis., that the Moss 
Shoe Co. of that city has secured 
an option on the ground floor and 
basement of the Newburg building, 
423 Main Street. However, both 
E. W. Olds and E. P. Smesch, pro- 
prietors of the shoe store, refuse 
to make any announcement regard- 
ing their plans in this connection. 
The Moss Shoe Co. moved into a 
new location at 111 North Fourth 
Street only a few months ago. The 
Newburg building is near Fourth 
Street, but is on the principal 
street of the city. 


Collar Heads Local Association 


Charles Collar, buyer and man- 
ager of the shoe departments at 
Gimbel Brothers, was elected presi- 
dent of the Milwaukee Shoe Retail- 
ers’ Association at the annual 
meeting, succeeding A. B. Caspari 
who has served for the past year. 
Mr. Collar has been an active mem- 
ber of the Milwaukee association 
for some years past, and a regular 
attendent at the meetings. Other 
officers elected at the meeting in- 
cluded John Geisinger, manager of 
the Rosecky & Geisinger shoe store, 
vice-president; Ray Ripple, trea- 
surer; and William Wuerl, re- 
elected secretary, a position which 
he has held for a number of years. 
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Style and Value Plus! ! 


Semmes is a trim stylish ap- 
pearance to our McKays that 
gives them a place among the lines 
of fashion footwear. But to many 
chain store buyers and novelty 
jobbers there is a little extra value 
in our shoes that prompts them to 
re-order with confidence. 





The “Ellin” 


Patent Leather—Gray Kid 
“Saddle. Patent Overlay. 
Last No. 62. 17/8 Spike 
Heel. 
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Ellis-Eddy Company 
LEWISTON BOSTON SALESROOM 
207 Essex St., Room 202 


os 
3 
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Build your business with 
Knights-Allen turn shoes 


A stout ankle, three-button 
cutout turn strap. Made of 
Ruby kid, with rubber heel. 
Solid construction with riv- 
eted steel arch shank. 


SOFT TOE BALLETS Dua, fhe atone 


Right and Left Lasts Merritt Elliott “Co 


N. Y. C, 
N Mecobuilt 
o- Archhealth 


Black K 
yan Sis ‘tubver ce. 636 MNIGHTS-ALLEN CO., Inc. 
Child's’ 61.35. Rochester, N. Y. HAVERHILL, MASS. 


“Quaker Line’ 
Makers of women’s turns 


Cady-Ivison Shoe Co. 
White Kia yt ge gy “Put together a Uttle better.” 


“Quaker Line” Boston Office: 207 Essex Street 
TOE DANCING BALLETS 


Wom. Miss. Child's 


No. 618—Biack Kid ....82.80 $2.75 $2.70 
No. 608—Pink Satin ... 3.40 3.35 3.30 


GYM SHOES IN STOCK 


In Black Kid 
Women’s Want a fine line of boudoirs to re- 
No. 141 tail at popular prices? Come to me 
Bik rage econ for them. I have a large assort- 
No ment—colored kid and black kid. 
Rubber ty vat. 65 Colored kid leather heels only. 
No. 703 Black kid leather or rubber heels, 
Ohbrome sole $1.40 as you like. Shipments 


IN STOCK a. poe on re- 
BROOKS SHOE MFG. CO. 


1725-35 No. 6th Street Philadelphia, Pa. 


tern Distributing Branch ee OR At Sal Sa 
264 Chamber hag Conmnares 'Bids., ies Angeles, Cal. *) A: pais [2 & — TB og 
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Factories Busy Shipping Shoes 
for Easter ‘Trade 








LYNN 











Shipping Shoes Fast 


Early spring and Easter shoes 
are being sent in volume to mer- 
chants. Factories will continue 
active on such shoes until just be- 
fore Easter. Manufacturers are 
looking about for additional orders 
for late spring and early summer, 
and there are some signs of a shift 
in styles as orders for May and 
June sales are booked. 

Harlan Leighton, of Colella & 
Leighton, leaving last week for a 
trip as far as Kansas City, said 
that many merchants are giving at- 
tention to elegance of shoes, mean- 
ing the refinements of small details 
that go toward the making of per- 
fection in footwear. 

“Patents and satins make up from 
60 to 80 per cent of the present 
sales,” says Mr. Leighton. “They 
will run after Easter.” 

Colella & Leighton have started 
to cut white kid. Their shoes will 
be white all over, with trimmings 
of white whenever trimmings are 
used. 

Patterns tend toward plainness 
again. Toes are short and round, 
as is becoming to short skirts. 

Several other Lynn firms have 
started to cut white shoes; so it 
looks like an early opening on white 
footwear. 


13/8 Heels Lead 


Edric R. Taylor, of McNichol, 
Taylor, Inc., last makers, is author- 
ity for the statement that 60 per 
cent of Lynn shoes carry heels 13/8 
high, and practically all of wood. 

There is a marked trend toward 
conservatism in heights of rear 
parts of shoes. Heels 2, 2% and 3 
in. high are much mentioned; but 
the lower heels sell in largest quan- 
tities. 

Patents and Whites 

Tom Welch, of Mitchell, Welch, 
says that patent shoes lead in his 
production, and that whites are 
coming strong. Black satins are 


Wide Variety in Style 


coming for after Easter. White 
shoes will be in plain patterns. 

Some new sport models will be 
shown later by Mitchell, Welch. 
The factory of the firm is on an 
overtime schedule. 


Sport Models 


A number of Lynn firms are 
working on sport models, and would 
welcome opinions from buyers con- 
cerning this class of footwear. 
With interest in out of door 
pastimes, mounting as it is these 
days, it looks as if sport models 
should be open to much develop- 
ment. 








“Styles for Occasions” 


A shamrock shoe is offered 
for St. Patrick’s day. It has 
a shamrock inlay in its vamp. 

A rosebud shoe is offered 
for June. It has a tiny inlay 
of a colored rosebud. 

A Fourth of July shoe is of 
white, with scroll appliques of 





red, white and blue. 

A Valentine shoe had a 
heart-shaped applique on its 
vamp. 
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One Lynn idea, from which ntuch 
is expected, is that of a country 
club shoe, with a wood heel. 

Sport oxfords, of grey buck, or 
of smoked elk, with trimmings of 
buffed alligator, have already ap- 
peared. 











A Style Show 


Lynn is talking of a style show, 
as a part of spring openings of re- 
tail stores, merchants providing 
window space, and manufacturers 
showing new styles in novelty 
shoes, and also, the last, patterns, 
dies, forms, and other materials 
used in making the style effects of 
the period. 


Lizard Trims 


Lizard trims lead on Lynn shoes, 
because of the fineness of their fig- 
ure. Alligator, snake and other 
grains also are used. 


A Shiny Red 
Lobster red, with a patent finish, 
is the brightest stock yet offered to 
Lynn manufacturers. 


Some Snappy Blacks 
A line of flapper shoes is made 
of black calf, with vamp and quar- 
ter appliqués of black lizard grain. 
They are low-heeled pumps, and 
they make quite a contrast with 
the present run on colors. 


Button Ornaments 

Some new Lynn shoes have small 
round appliqués, with pinked edges, 
and in the center of the appliqué 
is sewed a round fancy button. 

Specialties, Too 

A North Shore tanner is offering 
62 different colors and finishes in 
leather, which looks like an abun- 
dant variety. 

Besides, it offers to make 
cialties on order.” 

“Silk Stocking Lasting” 
. Lynn lasters have coined a new 
phrase, namely, “silk stocking last- 
ing.” 

They say that they have to last 
shoes unusually finely, with par- 
ticular care that insides shall be 
free from wrinkles, since silk 
stockings became common. 


“spe- 


Home from Arizona 

Albert M. Creighton, Lynn shoe 
manufacturer, is home from a trip 
to Arizona. 

Going Abroad 

Elmer E. Sanborn, of Sanborn of 
Lynn, Inc., pattern makers, is go- 
ing abroad in the spring to look 
over English and French methods 
of designing shoes. 


Used a Tractor 

Hoague Sprague Company, box 
makers, Lynn, used Fordson trac- 
tors to clear snowbound roads, so 
that their trucks could make reg- 
ular deliveries of cartons and pack- 
ing cases to shoe manufacturers in 
Lynn and along the North Shore. 


Theo Ties 


Theo ties, dressed up with fancy 
laces, are selling. Straps match 
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the appliqué trimmings, and the 
straps are fastened with novelty 
laces, having tassels on their ends. 











CINCINNATI 














Auer Going Big 


Officials of the Cahill Shoe Com- 
pany say that Charles Auer is be- 
ginning to burn ’em up in his new 
territory for the Cahill Shoe Com- 
pany. His first week Charlie sent 
in a raft of orders for gray cal 
and kids. 


Opens New Agencies 


The Vollman Lawrence Shoe 
Company, Cincinnati, has opened 
branch offices in New York and Chi- 
cago. Marshall H. Stephens, form- 
erly of the Shoe Specialty Com- 
pany, is to have charge of the Chi- 
cago branch. The offices in Chicago 
will be in the Republic Building. 

F. H. Berkowitz will handle the 
Vollman Lawrence lines in New 
York at room 840, 47 West Thirty- 
fourth Street. 


Rudy Sets Record 


Rudy, the fast salesman of the 
Vollman Lawrence Shoe Company, 
Cincinnati, has hung up a record 
by opening 27 new accounts and re- 
ceiving 12 repeat orders in one 
month. 


Vollman Goes to Florida 


‘George Vollman, president of the 
Vollman Lawrence Shoe Company, 
Cincinnati, is now in Florida, where 
he expects to “vacationate” for a 
week or ten days. 

Richard Stix, of the Julian Ko- 
kenge Shoe Company, Cincinnati, 
editor of that company’s house or- 
gan, The Foot Saver, in the recent 
issue, lays down seven things cus- 
tomers like and seven things cus- 
tomers do not like in a store. For 
the interest of its readers, the 
RECORDER publishes these sugges- 
tions. 


Lape to Return 


H. N. Lape, vice-president, of the 
Julian Kokenge Shoe’ Company, 
Cincinnati, will return to his duties 
April 1, executives of the company 
were informed last week. Mr. Lape 
suffered injuries when in an auto- 
mobile accident several months 
ago and upon becoming convales- 
cent he took a trip to Hawaii. The 
first part of this year he returned 
to the United States and stopped in 
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California, where he has been re- 
covering his health. The announce- 
ment of his return the first of April 
was greeted with enthusiasm by 
members of the Julian Kokenge 
Company. 








ROCHESTER 





Busy on Easter Shoes 


Rochester factories are now ex- 
tremely busy working on Easter or- 
ders and present indications point 
to a good business for several 
weeks after Easter. Following the 
rush of orders during the St. Louis 
.and Chicago conventions there was 
a slight let-up of orders being re- 
ceived in the factories, but during 
the past week there has been a 
marked increase in orders and local 
shoe manufacturers are very op- 
timistic regarding the outlook. 











A White Shoe Day 


One Lynn maker suggests 
that May 15 be White Shoe 
Day for women. It is already 
marked on the calendar as 
“Featherweight Welt Shoe 
Day” for men. 

There seems to be no means, 
by the way, to make women’s 
shoes any lighter than they 
are. 




















Colored Kid Big 


At present many of the patterns 
going through the factories are of 
colored kid, blond, sauterne, bois 
de rose, parchment, etc., but there 
is at present a noticeable increase 
in orders for blacks and patent 
leather patterns. The demand for 
white kid footwear is reported to 
be very strong from the South, and 
several local manufacturers feel 
that this will be a real white season. 


Put Out New Line 


The Utz & Dunn Company of 
Rochester, N. Y., have completed 
the installation of the necessary 
machinery for making “Littleway” 
shoes and in a recent announcement 
to their trade state that their sales- 
men are now showing the new “Lit- 
tleway” samples on which they are 
prepared to make prompt deliveries 
of any style shown in either welt 
or McKay patterns bottomed by this 
process. 
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BROCKTON 


See Gain in Men’s Trade 


A substantial increase in the sale 
of men’s shoes for Easter is an- 
ticipated by local manufacturers, 
who this year are cooperating with 
dealers to stimulate the demand for 
men’s footwear for this occasion on 
which new finery is in order. Some 
smart dress shoes have _ been 
sampled to retailers who have 
found them among the best style 
numbers yet. At the present time 
certain factories are rushing or- 
ders, including repeats, which are 
expected to supply the Easter trade. 


Plans for Fair 


Making the Brockton Fair Shoe 
Style Show, which was one of the 
big features of the 1925 fair, at- 
tracting shoe men from far and 
near, even more successful this 
year, is the aim of the style show 
committee. Members recently held 
an informal gathering at the home 
of Chairman Frank E. Packard, and 
while no definite action was taken, 
there was a general discussion re- 
garding the event.. Particular at- 
tention was given to men’s styles 
in the 1925 show and present indi- 
cations are that the favorable com- 
ment from those concerned will 
cause more emphasis to be given 
this feature in the future. The fair 
is seven months away but the 
energetic committee is constantly 
working to improve the style show. 
The personnel is as follows: Frank 
E. Packard, chairman, George E. 
Keith Company; John S. Kent, Jr., 
M. A. Packard Company; William 
B. Nash, W. L. Douglas Shoe Com- 
pany; Frank M. Bump, Brockton 
Shoe Manufacturers’ Association; 
W. W. MacArthur, Mawhinney Last 
Company; George M. Rand, Tolman 
Print; Frank E. Cobb, Tolman 
Print; J. Frank Beal, Old Colony 
Piano Company; A. Scudder Moore, 
Brockton Edison Company; Mollie 
F. Hurley, model supervisor; and 
Miss Alice L. Glidden, Arnold Shoe 
Company, North Abington. 


Adopt New Design 


Furthering their campaign to 
boost Brockton and the South Shore 
district as the home of good shoes, 
local manufacturers have begun the 
use of a new design on the station- 
ery, an engraving of an old-time 
bench shoemaker appearing in ad- 
dition to the regular printing. 
Every letter leaving the offices of 
firms cooperating in the movement 
will carry the design. 
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Leach Heads Community Chest 


Vice President George H. Leach 
of the George E. Keith Company 
has been elected president of the 
Brockton Community Chest. He 
succeeds in that position President 
Herbert L. Tinkham of the W. L. 
Douglas Shoe Company. Both have 
been prominent in the organization 
since its inception. 


Take New Lease 


Stone-Tarlow Shoe Company, Inc., 
has obtained a five-year lease with 
renewal option on the W. L. Doug- 
las Shoe Company, No. 5 factory, 
which it will occupy in the course 
of a few weeks, enabling the firm 
to increase its output which is 
now about 100 dozen pairs daily. 
The firm has been located on Ward 
Street since 1918 and manufactures 
both men’s and women’s medium 
grade welts. 


Reorganize Hurley Personnel 


Reorganization of the Hurley 
Shoe Stores Company, because of 
the death of Meyer Lambert of New 
York, brings three Brockton men 
into the responsible positions. 
William B. Kingman becomes vice- 
president and general manager; 
William M. Hurley, president; and 
John J. Hurley, secretary and 
treasurer. 
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and a blond calf which verges 
into a gray. The new styles in 
men’s shoes seem to be following 
those in women’s shoes to the ex- 
tent that they are running to light 
shades of tan. This factory is an- 
ticipating a big business on sport 
shoes this year, believing that the 
increasing interest'in golf has cre- 
ated a general demand for sport 
styles among many classes of peo- 
ple who formerly had no use for 
them. The new blond shades are 
sponsored particularly for wear 
with crash and Palm Beach suits 
for hot weather wear. Immediate 
business at the Booth factory has 
been running to lighter shades of 
tan in styles with fairly wide toes, 
trimmed with pinking, perforations 
and stitching. 





“Howlers” and “Guzzlers” 


A “howler” was a style so 
frightful that it howled. 

A“guzzler” was a style even 
worse. 

These terms were once in 
the lexicon of shoemaking. 
An old timer of Lynn recollects 
them. 

Names, like styles, have 
been refined; for this, every- 
body is thankful. 
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the V. Schoenecker Boot & 
Shoe Company, manufacturers of 
women’s semi-dress and comfort 
shoes. “Colored kids and combina 
tions have been showing the most 
activity, with parchment running 
especially strong. We make quite 
a big feature of our comfort shoes, 
but we find that the demand for 
these shoes is greatly stimulated 
by showing them in the spring shoe 
colors.” 


Big Order for Children’s Shoes 


“Orders on our new line have 
been coming in nicely and we can 
make no complaint about our pres- 
ent business,” said Joe Miller, sales 
manager of the Wellauer-Noll Shoe 
Manufacturing Company, which 
features children’s shoes. “Straps 
and oxfords are still the leading 
styles in patents and light colors. 
The light shades are running about 
35 per cent of total orders.” 

The Wellauer-Noll Company 
formerly featured the Twin Scout 
line, but it has recently added a 
new line of “Our Gang” shoes for 
boys and a line of growing girls’ 
shoes. The name “Lassies” has just 
been selected for the growing girls’ 
line as a result of a contest con- 
ducted by the company 
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Business Increasing at Factories 


Milwaukee factories report an in- 
creasing demand for spring foot- 
wear, and are anticipating a big 
business during the coming month. 
In. men’s women’s and children’s 
shoes, salesmen on the road are re- 
ceiving satisfactory orders for this 
time of the year, and a still bigger 
demand is anticipated for March. 

“Our business is showing a 
steady increase every week,” stated 
James H. Pratt, secretary of the 
Walter J. Booth Shoe Company, 
manufacturers of men’s dress shoes 
retailing at $5 and $6. “We have 
made up several new styles during 
the past month, which have been 
sent out to our salesmen on the 
road. The response has been very 
satisfactory, and we believe that 
these styles will hold for several 
months to come.” 


Show New Colors 


The outstanding feature of the 
new styles show by the Booth Com- 
pany, is the introduction of sev- 
eral new shades, including sauterne 





Report Good Business 


“Business has been moving along 
about as we expected for the month 
of February, and we are anticipat- 
ing a big improvement during 
March,” said H. A. Unke, who is in 
charge of styles and advertising at 
the Harsh & Chapline Shoe Com- 
pany, manufacturers of men’s and 
boys’ shoes. “In our line of dress 
shoes, light tan shades have been 
the most popular, although black is 
fairly strong. For a_ popular 
priced line, the demand is for shoes 
that are heavily trimmed with per- 
forations and other details. 

“We are now working on a new 
line of spring shoes which will be 
in the hands of our salesmen within 
a short time. In this line we are 
featuring calf shoes.” 

Mr. Unke has returned to his 
work after an illness of several 
weeks which confined him to his 
home. 

“Our business has been running 
along on a satisfactory basis and 
orders began showing a noticeable 
increase during the latter half of 
February,” reported A. J. Schoe- 
necker, secretary and treasurer of 
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Complex Patterns 


Shops of Haverhill continue busy 
with shoes for early spring and 
Easter openings, and manufacturers 
are sizing up prospects for late 
spring and summer styles. 

Patterns, as well as colors, are 
complex, and each manufacturer is 
playing his favorites, in coopera- 
tion with his customers. 

Some new talk is heard of simpler 
patterns and colors. Predictions of 
a gain for blacks, made a while 
ago, are strengthened by a report 
from the apparel trade that navy 
blue will be a popular color for 
frocks for late spring. Yet samples 
of blue leathers, to match the new 
frocks, are being shown. 


Want ’Em Short 


Shoes that look short seem to be 
much in favor. Doubtless, this is 
due to the fashion of short skirts 
that fit snugly. Long toed shoes 
would not look well with the pres- 
ent style of skirts. The toes would 
stick out too much in front. — 

The run on high heels is prob- 
ably due to short skirts, for the 
high heel tips up the rear of the 
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foot, and makes the shoe look short. 

The same reason may be respons- 
ible for the fashion of dipping 
vamps to the side, and bringing the 
quarter up on an abrupt slant, for 
these V like lines of the sides of 
the shoe shortens the looks of the 
length of the shoe. 

Base patterns run about as usual. 
But of appliqués and overlays and 
inlays there is no end. Such trim- 
mings are relied upon to produce 
style effects. 


Haverhill Gains in Production 


Patterns are intricate, and take 
much extra labor to produce. But 
production in Haverhill is better 
than the average. Manufacturers 
have large forces of skilled shoe- 
makers at work, especially in their 
cutting and stitching rooms, where 
the style load is the heaviest. 

While it may take more time to 
cut and stitch the novelty uppers, 
yet much time is now being saved 
in the making rooms, thanks to im- 
proved methods. The conditioning 
ovens, for drying shoes in temper, 
save a day or two in the bottoming 
and the finishing of shoes. Wood 
heels, now in the height of fashion, 
come all prepared, and they can be 
quickly attached to shoes; so it is 
no longer necessary to scour, shave 
and finish heels in the old fashion 
way of making leather heeled 
shoes, and much time is saved. 

Another factor is this: Haver- 
hill is a leading center for making 
shoe ornaments, and many of the 
pretty ornaments. that are used to 
ornament shoes can be had handily 
from the nearby ornament factories. 

Haverhill shops are working 
longer hours each week than was 
the case a year ago, and that means 
quicker production. 


Haverhill Makes Leather 


Haverhill is building up _ its 
leather industry, as well as its shoe 
industry. Lennox & Briggs, of 
Haverhill, are getting out 400 dozen 
kid skins daily, mostly colors, and 
L. H. Hamel & Company are get- 
ting out 200 dozen sheepskins daily, 
mostly colored skins for the shoe 
trade. 


Mr. Creighton Visits a Ranch 


Albert M. Creighton, Lynn shoe 
manufacturer, and Mrs. Creighton, 
have returned from Arizona, where 
they have been spending a while 
on the Bar H ranch. This ranch 
is 120 miles from the railroad, and 
it still rounds up cattle in the wild 
West way. 

Mr. and Mrs. Creighton spent 
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last winter in the jungles of Af- 
rica, and the winter before they 
spent in South America. 


Joins Maine Firm 


Roger Sherman, formerly of Kim- 
ball & Sherman, now in liquidation, 
has joined the staff of MacLaugh- 
lin-Sweet Company of Auburn, Me. 


A Shoe School 


Haverhill has appointed a com- 
mission to study plays for a shoe 
school. 


Sign of Prosperity 


Haverhill pay rolls are larger 
than at any time for five years. 
Price lists per pair are much lower 
than was the case five years ago, 
or during the inflation period. The 
gain comes through increase in 
production. 











Colored Kids Increase Polish 
Sales 


Colored kid footwear is a 
great boon for increasing the 
sale of kid polishes and 
cleaners, according to Ralph 
Ellis, manager of the shoez 
department of Sonnenfeld’s, St. 
Louis, Mo. Mr. Ellis adopted 
a plan whereby a salesman 
is given 5 per cent of each 
polish sale made. In addition 
to this a fine fountain pen is 
given every two weeks to the 
salesman selling the greatest 
volume of a 50-cent polish. 
According to Mr. Ellis, this 
branch of the business has 
shown a tremendous increase 
since inaugurating the scheme. 




















Hutchinson & Stickney 
Dissolve Partnership 


The firm of Hutchinson & Stick- 
ney, Athens, Ohio, has been dis- 
solved, F. M. Hutchinson buying 
C. H. Stickney’s interest in the busi- 
ness, which in the future will be 
known under the firm name of F. 
M. Hutchinson. 

The firm of Hutchinson & Stick- 
ney has been engaged in the retail 
shoe business since 1913, at which 
time Mr. Stickney acquired the in- 
terest of E. C. Logan, who with Mr. 
Hutchinson had been doing busi- 
ness since 1908 under the firm name 
of Logan & Hutchinson. Mr. 
Logan later was identified with the 
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Curt Wolfelt Back in 
Business 


Curt Wolfelt is back in the busi- 
ness of making shoes. The firm he 
recently organized, under the name 
of Curt Wolfelt, Inc., with himself 
as president and treasurer, C. J. 
Stevens as vice-president and Harry 
Sutliffe as secretary, already is pro- 
ducing shoes in an up-to-date plant 
at 599 Broadway, New York. 

All three of the officers of the com- 
pany formerly were connected with 
Wolfelt-Weil, Inc., and many of the 
superintendents, foremen and work- 
ers are old Wolfelt-Weil men. 

The loft in which the new plant is 
located is a spacious one and ideally 
laid out for a shoe manufacturing 
concern. Additional machinery is 
being installed and the plant soon 
will have a capacity of, between 600 
and 700 pairs of shoes a day. Both 
Goodyear welts and _ bench-made 
turns will be produced. 

The sample room has been fitted 
up in a unique manner. Those who 
know Curt Wolfelt expect this. The 
usual shoe cases have been elimi- 
nated, and in their place are shelves, 
tables and other fittings for holding 
samples, only a few of which are on 
direct display. The color scheme of 
the sample room is French gray, 
with a cerise trimming. The rug is 
of cerise and black. 

Production at present is being con- 
centrated largely on fine Goodyear 
welts. 


Off for Bermuda 


LYNN, Mass.—Joe Morse, general 
manager of the Benz Kid Co., and 
Mrs. Morse have left for a five 
weeks’ trip to Bermuda. 
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BROCKTON, MASS. 
Address all communications to the factory 

















Shoes of Worth 
A. E. NETTLETON CO. 


H. W. COOK, President 
Syracuse, N.Y. U.S.A. 
MEN’S FINE SHOES EXCLUSIVELY 
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New York Retailers Plan 
Big Meeting 

Plans are moving apace for a big 
gathering of New York retail shoe 
merchants on the night of March 3. 
The meeting is under the auspices 
of the Retail Shoe Dealers’ Associa- 
tion of New York and will be held 
at the Cafe Boulevard, Forty-first 
Street and Broadway. A dinner, at 
$2 a cover, will be served at 6:45 for 
those who wish to dine before the 
meeting, which will begin promptly 
at 8:15. ; 

A genera! invitation to the meet- 
ing has been sent out to all retail 
shoe dealers in the New York dis- 
trict. In addition to the open forum 
session, which is to be the chief 
feature of the meeting, an address 
will be made by James Stone of the 
Shoe Retailer. 


Pattern Company Opens 
New Office 


Boston.—The Albert E. Simpson 
Pattern Company, shoe pattern de- 
signers, of Manchester, N. H., has 
opened a Boston office at 207 Essex 
Street. It is in charge of Perley G. 
Kenney, who has had long experi- 
ence as a designer and modeller of 
high-grade shoe styles. 


Senac Chain to Use Name 
Beverly on Footwear 


The Senac Shoe Company of St. 
Louis, Mo., operating sixteen shoe 
and hosiery departments through- 
out the country, have adopted the 
name Beverly on all footwear mer- 
chandised in their departments at 
$6.50 and $8.50. Their hosiery is 
already branded with this name. 


Moves Shoe Store 


C. L. Williams of Ranger, Tex., 
has moved his shoe store to Abilene, 
Tex. His old location in Ranger 
will be occupied by Pope & Brown, 
who will continue under the name 
of the Ranger Shoe Co. Both 
Messrs. Pope and Brown were with 
the Boston Store before embarking 
on this venture. 


Shoe Man Heads Chamber 


Carl H. Mueller, the live wire shoe 
merchant of Austin, Tex., has -just 
been honored by being elected presi- 
dent of the Austin Chamber of 
Commerce. 
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88-90 Reade St. New York 
AUCTION TRADE SALES 


SHOES and RUBBERS 
Every Wednesday and Friday 











SNAPPY SHOES 
FOR YOUNG MEN 


Up to the minute Styl Selling 
values ousurpesed Betesd to 
. Investigate. 
CRAIG-REED & EMERSON, Inc. 
Mass. 


Boston Office, 10 High St., Room 804 
New York Office—Marbridge Bldg. 











BRIDGEWATER 
WORKERS’ 
CO-OPERATIVE 
ASSOCIATION 


Factory, Bridgewater, Mass. 














HAND TAILORED 
HAND LASTED 


BIon F-REYNOLDS Coun 
BROCKTON, MASS. 














STOCK DEPT.5 


SNAPPY SNAPPY 
ACTION! STYLES! 
“They've Cot te be Stetson 
to be Snappy” 
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PARISTYLE FOOTWEAR MFG. CO., INC. 


“te Manhatten, Ai RSW a 
HIGH GRADE MULES and D’ORSAYS 
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DR. CAMPBELL’S 
HEALTH SHOE 
Ask for New 
Catalogue 

Powell & Campbell 


122-124 Duane St., 
New York City 











REGISTERED 


The Quality 


Pullman ag ar 
RED BLACK 


Swan Shoe Co., ‘Baltimore, Md. 














WHERE TO BUY! 


Stylish Comfort Shoes 





Many dependable and 
profitable styles con- 
stantily in Stock. Send for latest price list. 





H. K. GARDINER CO., PITTSFIELD, N. H 














EMIL RUBLACK 


Maker of Artistic 
Price and Sale Tickets 
Samples piaties Poe on 
140-142 ase" 





Ne. 200. $2.50 per 100 Established 1903 
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Milton Rubel Is Dead 


CHICAGO.—Milton C. Rubel, past 
president of the Chicago Shoe Trav- 
elers’ Association, died at his home 
on the morning of Feb. 23. He 
passed away suddenly after a two 
days’ illness as the result of an at- 
tack of ptomaine poisoning. Mr. 
Rubel was one of the Chicago Shoe 
Travelers’ committee that was prom- 
inent in arranging for the entertain- 
ment of the guests at the 1926 N. S. 
R. A. convention. He was one of the 
best known travelers in the country. 
He was a good association man and 
had a wide circle of friends in the 
trade. 


Boston Boot & Shoe Club Meeting 


The Boston Boot and Shoe Club 
held its 232nd monthly meeting at 
Hotel Vendome, Boston, Wednesday 
evening, Feb. 17. John A. Gardner, 
president of the club, announced his 
retirement from the leather busi- 
ness. Everett Bradley discussed 
briefly but emphatically concentra- 
tion of capital and of country com- 
petition. Harry Collins Spillmen 
spoke of “The Profession of Sales- 
manship.” Osmund H. Casavant of 
the Tuttle Shoe Co., Everett, Mass., 
was sponsor for the meeting. He 
defined the duties of sponsor in a 
good and workmanlike manner. 
Horace R. Drinkwater of Edwin 
Clapp & Son, shoe manufacturers, 
East Weymouth, was chosen presi- 
dent. 

Mr. Gardner, who is retiring after 
a career of 50 years, has been man- 
ager of the Boston office of the 
American Oak Leather Co. Also he 
is a trustee of the James E. Mooney 
estate, which controls the American 
Oak Leather Co. 
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BALLET SLIPPERS—IN STOCK 
of the unusual kind 


Gunes. 6 to 1i—$!. 
nl % te 2— 1.40 
2% to 8—1.45 
SCHWARTZ HERDE Inc. 
Specialists in Ballet Manufacture 
241 No. lith Street - Philadelphia, Pa. 








IN STOCK 
BLACK BALLET SLIPPERS 
Ladies’ 


OG FEDES CO. BN. 





BLOG Sri 
1a? Drone Bt. Now You N. 


QUALITY BALLETS— 


Soft Toe 
6/11 $1.16 
11%/2 1.20 








15c Extra 

Alse Men's and Wemen's Stippers of every deceriptics 
METROPOLITAN SLIPPER CO. 

134 W. B’way, near Duane St. New Yort 








Dusted 


sorr sous 


svock 


Pay é SUMNER 











For Children, 
Boys and Yeung Ladies 


Factory Brooklyn, N. Y. 


“ELAM” 
Flexible Turn Shoes 
For the Jobbing Trade Exclusively 


F. S. ELAM SHOE co. 
ROCHESTER, 
Boston Office, 183 > ecb ‘Street 














No matter what policy you may 

pursue in selling to the shoe 

trade, nevertheless, you need the 

Boot and Shoe Recorder 
All the Time 









































February 27, 1926 


West Virginia 


Adds to the Wearing Quality 
of Shoe 


Pulp Products Separtenen 
WestVirginia Pulp& PaperCompany 
lew York Chicago 








rT. W. Gygere, Pres. F. E. Jones, Treas. 
W. G. Donald, Vice-Pres. 


F. E. JONES CO. 
FANCY COLORS 


MAT KID 


95 SOUTH STREET BOSTON, MASS. 








The One 
Waterproof 
Leather That 
Takes and Re- 
tains a Polish 


CREESE & COOK CO. 


Tanneries at Danversport, 95 South St., Boston, Mass. 




















ATLANTIC PRINTING CO. 
Producers of Distinctive 


Shoe Catalogues and 
Shoe Booklets 


201 South Street Boston, Mass. 
Telephone, LiBerty 8673 














shoe patterns 


ARLE SHOE PATTERN CO. 


Se MAIN ST , BROCKTON, MASS. 











Endicott-Johnson 
Bonus to Workers 


The workers’ share of the Endi- 
cott-Johnson Corporation profits for 
the year 1925 amounted to $1,153,- 
842.42, and has just been distributed 
to more than 14,000 employees. 

The bonus is paid on an equal 
basis to all workers, regardless of 
salary or job, according to the 
amount of time worked during the 
year. A girl worker in one of the 
women’s shoe factories receives just 
as much as the factory superinten- 
dent or any other executive, if she 
has worked as many weeks. 

As usual, this year’s distribution 
was a big event in the five towns of 
Endicott, West Endicott, Johnson 
City, Oswego and Binghamton, where 
the Endicott-Johnson tanneries and 
factories are located. Not only the 
workers celebrated, but the mer- 
chants as well, for the event brought 
increased business all around. The 
bonus checks were accepted as cash 
in all stores, most of which an- 
nounced special sales for the occa- 
sion. 

The profit-sharing plan was put 
into operation at the Endicott- 
Johnson factories by the president, 
George F. Johnson, in 1919, and has 
been continued every year since. 
The total amount paid to date is 
$11,507,118.44. Under the Johnson 
plan, one-half of the net profits for 
the year, after payment of 7 per 
cent on the preferred stock and 10 
per cent on the common, goes to the 
workers, which includes everybody 
from the president down. 


Henry Schwartz Is Dead 


CHATTANOOGA, TENN. — Henry 
Schwartz, head of the house of 
Henry Schwartz & Son, one of the 
leading shoe stores of this city, is 
dead. He passed away suddenly this 
week in his home city. Mr. Schwartz 
had a host of friends in the trade. 
He was one of the best known and 
esteemed buyers in the Southland. 


Triple Novelty Co. Moves 


New York CitTy.—The Triple 
Novelty Co. has moved from 43-45 
Walker Street to much larger quar- 
ters at 187-195 Broadway, Brooklyn. 


Posner Puts New Men in 
Chicago Territory 
The firm of Dr. A. Posner Shoes, 
Inc., Brooklyn, manufacturer of 


children’s footwear, is expanding its 
market and for this purpose has put 
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Samuel Lipchitz 


two men into the Chicago territory. 
These men are S. Lipchitz, who has 
had a long training with the Posner 
firm in New York and who is thor- 
oughly familiar with all details of 
manufacture and distribution of Dr. 
Posner shoes, and Al. Korasek, who 
is an experienced shoe man in the 
Chicago field. The new combina- 
tion is a particularly strong one, 
with Lipchitz thoroughly schooled 
in all details of the Posner business 
and Korasek an experienced man in 
the Chicago market. 

Posner shoes have been widely 
distributed throughout the East. 
Their sales are based on the agency 
plan backed by an unusual mer- 
chandising and advertising coopera- 
tive service. Growing demand in 
other parts of the country for this 
brand of shoes has necessitated the 
company’s planning to cover other 
parts of the United States more 
thoroughly than has been the case. 











Albert Korasek 











BOOT AND SHOE RECORDER 


Shoe Stores “Marking Time” 


Boston.—The retail shoe stores 
of Boston are, in the majority of 
cases, “marking time” before allow- 
ing the great bulk of spring ship- 
ments to be made. Some new stock 
is arriving, but the most of the mer- 
chants are asking manufacturers to 
hold up on deliveries until more 
clement weather is here. January 
averaged “way ahead” of January, 
1925. February, ordinarily a dull 
month, has been ‘sweetened up” with 
sales and rapid movements of ga- 
loshes, due to the heavy storms. 


Tuttle Has Mammoth Sale 


One of the biggest clearance sales 
“pulled off” last week was that of 
the Henry H. Tuttle Co. The idea 
was that of John Fisher’s. Through 
his successful planning, about 2000 
pairs of women’s and children’s 
shoes—some as old as five years— 
were sold between the hours of 9 
and 1 o’clock the first day of the 
sale. The sale was advertised in the 
daily papers for Thursday, Friday 
and Saturday of last week. The 


space taken was an eight-inch, three- 


column ad. 

The store did not open until 9 
o’clock, but by 8 a long line of peo- 
ple swarmed the entrance leading to 
the elevator, for the sale was con- 
ducted on the third floor. This Mr. 
Fischer did to keep the crowd away 
from the regular store. He leases 
the five-story building in which his 
store is located, and two rooms on 
the third floor happened to be va- 
cated. The fifth floor is his store 
room. For several years, he states 
that he would put away some of the 
old numbers, awaiting a favorable 
chance to dispose of them. He had 
determined to send them to the Far 
East, and then the space on the third 
floor being available at this time, he 
determined to close out 3000 pairs in 
three days, at $1 the pair. 

When a RECORDER representative 
arrived at the third floor at midday 
on the first day of the sale, Mr. 
Fischer had taken several hundreds 
of pairs of shoes up stairs to be 
mated. He stated that he was afraid 
he would not have enough shoes to 
last for the three days of the adver- 
tised sale. “It is the biggest sale 
and the best response that I have 
ever seen in all of my experience as 
a retail shoe merchant.” said Mr. 
Fischer. ‘Next week | shall take 
inventory. And then the big ship- 
ments of spring. shoes. 


Knickerbocker Shop Moving 


The Knickerbocker Shoe Shop at 
32 West Street will soon be located 
in its new quarters at 17 West 
Street, between Thayer McNeil Co.’s 
and the Dorothy Dodd Shoe Store. 
For a few weeks before removal L. 
W. Hollis, manager, reports that a 
tremendously big lot of merchandise 
has been sold through the advertised 
clearance removal sales. The store 
was placarded with. a white and red 
sign, announcing the removal date 
as March 1, and stating that all old 
goods would be sold, in order to en- 
able Knickerbocker to open with a 
brand new stock. “Everything up to 
the minute” is the slogan for the new 
store. 


Hosiery Department Enlarged 


Thayer McNeil Co.’s Temple Place- 
West Street Store has recently 
doubled its formerly large hosiery 
department. This store does a large 
hosiery business. At the end of the 
department a long mirror, extending 
from the top of the shelving to the 
floor, makes a very attractive decor- 
ative note. New numbers are arriv- 
ing every day, both in hosiery and 
shoes. A display case through the 
center is used for shoe cartons, and 
a good effect, as well as economy of 
space, is obtained by racking the 
cartons sidewise. 


Pedo-Praxic Shoe Featured 


Dorothy Dodd Shoe Shop has been 
featuring, the past month, Pedo- 
Praxic as a walking shoe for women 
with much success. One of the win- 
dows is devoted to a detailed de- 
scription of the good features of this 
shoe. The other window to style 
footwear. 


Ferrers Is Buyer at Hovey's 


Charles C. Ferrers, formerly shoe 
buyer at Jones, Peterson & Newhall 
Co., is now shoe buyer for C. F. 
Hovey Co. He succeeds Milton Plaut, 
who for three and one-half years had 
charge of purchasing for the Hovey 
shoe departments, and is now with 
I. Miller & Sons, Inc., Long Island 
City, in an executive capacity at the 
factory. J. C. Le Blanc continues at 
the Hovey shoe department as as- 
sistant buyer. 


Rice & Hutchins’ Employees 
Banquet 


The retail shoe store employees of 
Rice & Hutchins, Inc., held their 
first annual banquet on Monday 
evening, Feb. 15, at the Hotel Belle- 
vue. Arrangements were made by 
Thomas F. Madden and J. A. Ander- 
son of the men’s shoe department so 
well that the get-together was voted 
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a big success. Mr. Madden stated at 
the post-prandial exercises that he 
hoped this meeting would develop 
into an employees benefit association, 
to include eventually all Rice & 
Hutchins employees, both retail shoe 
store and distributing agency work- 
ers. 

There were also talks by James 
Corrigan, general manager of the 
retail shoe stores; S. F. Lewis, man- 
ager of Willson’s Shoe Shop; Theo- 
dore Lloyd, manager of All-America 
Shoe Store, 79 Tremont Street; 
E. O. Bauer, manager of All-America 
Shoe Store, 66 Summer Street. 
and John MacDevitt, auditor. 

Among the invited guests were: 
Fred N. Greenwood, president of the 
Boston Retail Shoe Salesmen’s As- 
sociation, who told about his visit 
to the Chicago N. S. R. A. Conven- 
tion, and his hour’s work at shoe 
selling in one of the principal shoe 
store’s of that city, in which he sold 
four out of five customers; R. W. 
Daley, secretary of the Boston Re- 
tail Shoe Salesmen’s Association, 
was also present. 

There was vocal and instrumental! 
music, among which were specialty 
songs and dances by Miss Helena 
Madden, daughter of Thomas Mad- 
den, and vocal selections by Richard 
Bullard and Thomas Madden. “Jim- 
mie” Johnson, of Keith-Albee’s cir- 
cuit, black-faced comedian, enter- 
tained. John Hughes was toastmas- 
ter. Among the executives present 
who also gave short talks were Wil- 
liam Rice, Jr., and Fred Rice. 


Leavitt Shoe Store Sold 
The Leavitt Shoe Co., which con- 


‘ducted a retail. shoe store at 130 


Hanover Street, has sold out to S. 
Rosenberg. 


George Wirth Re-Opening 


The store of the George H. Wirth 
Co., which was almost totally de- 
stroyed by fire in November last, 
will soon reopen at its old former 
location, 275 Boylston Street. Ex- 
tensive refurnishing and redecorat- 
ing is taking place. When completed 
this establishment will be one of the 
“smart” shops of “Boston’s Fifth 
Avenue.” 


Reorganization of Lewiston, 
Maine, Firm 

George W. Levy of Morphy, Levy, 
Crossman Co. of Lewiston, Maine, 
has retired from the firm. This 
concern will now be known as 
Morphy-Crossman Co., with the fol- 
lowing..officials: E. W. Morphy, 
president; J. A. Crossman, treas- 
urer; J. Y.:Player, Jr., vice-presi- 
dent. 
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16.00 14.00 12.00 10.00 





used allow 45 words to inch. Answers to ads must t under 
letter postage. 





Payment in advance is required, except when regular advertisers. as amounts are too small to open accounts 




















SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 








welts. 


country. 


first letter. 


SALES OPPORTUNITY 


For live aggressive salesmen with old established firm 


Recent acquisition of another factory and reorganization of our sales staff have 
created some choice openings in East North Central, East South Central, West 
North Central, West South Central and South Atlantic territories for good con- 
sistent producers to sell our popular priced in-stock line of Men’s dress and staple 


This line is worthy of representation of the very best shoe salesmen in America 
and coupled with our extensive program of National and Trade Journal advertis- 
ing for 1926, it will be eagerly sought after by every wide-awake merchant in the 


Drawing account against liberal commission for men of proven sales ability, who 
can show established trade in their respective territories. State full particulars in 


Address Attention Herbert C. Groenewold, General Sales Manager 
JOSEPH M. HERMAN SHOE COMPANY 


MILLIS, MASS. 








SALESMAN 


High Grade Turn Shoes 


If you have a_ following 
among the shoe dealers who 
sell high grade turn shoes 
in a particular territory—an 
opportunity will be afforded 
you to connect with a live 
wire concern which stands 
behind its salesmen in pro- 
ducing turn shoes that are 
known for style, quality 
and workmanship at a price 
that helps to sell them— 
your letter will be treated 
as “strictly confidential.” 


HARRY SMOLEN & CO. 
24 Boerum St. 





Brooklyn, N. Y. 








SALESMEN 
WANTED 


Experienced men with follow- 
ing to sell the factory line of 
Celebrated Kinder-Garten Chil- 
dren’s Shoes. 

They all have specially treated 
flexible waterproofed soles. 

On commission basis. 

In Stock Department. 

Side line arrangements consid- 
ered. 

Honestly made for over twenty 
years. 


Fargo-Haliowell Shoe Co. 


stec.nver eS Robey Street. 


hicage, Ill. 





SALESMEN WANTED 


-Michigan Wisconsin 
FOR Minnesota Nebraska 
Missouri Arkansas 
California Mountain States 
To sell a line of Men’s Dress Welts 
recognized as the outstanding $5 (retail) 
proposition of the United States. Sub- 
stantial ‘‘action’’ salesmen. Give sales 
record, own hand-writing in first letter. 
Write freely, will be held strictly con- 
fidential. 
Address B-983, care Boot and 
Shee Recorder, 1627 Locust St., 
St. Louis, 














ALESMEN WANTED to carry in connection 

with present line ovr well known Infants’ 
Soft Soles and Infants’ and Children’s Turns 
and Stitchdowns in 1/5—4/8—8%/11. Line is 
old, firmly established and we pay high rate of 
commission, Desirable territory open. Give 
full particulars in first letter. Applications 
consi = x a from men with established 
trade. MacMaster, Rochester, N. Y. 
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SALESMEN WANTED SALESMEN WANTED SALESMEN WANTED 














WANTED 


SALESMEN WANTED Saleen of ablty and. folowing 
retail trade to carry line of Children’s 

fine turns in Philadelphia, New | York 
4 t. m. on an 

Manufacturer of men’s style welts to retail at $5 and a few numbers dsowten aces. Geile enh ond. aeve 
references. Address B-973, c/o Boot 


of boys’ same principle, about 20 samples all carried in stock, has & Shoe Recorder, 207 South S8t., 
: . P : : . Boston, Mass. 

the following states open on which we might consider side line ar- 

rangement with short non-conflicting line: West Texas, New 


Mexico and Arizona; Colorado, Wyoming and Utah; Montana, SALESMEN WANTED for retail and depart. 
” ment store trade. Medium grade up to the 


Idaho, Washington and Oregon. minute line of genuine Goodyear welts. Best 

— one in tote in gone. Can be 
carried as side line. To be sold on commission 
Address B-998, care Boot & Shoe Recorder basis. None, bat. men with established trade 
° need apply. urnish references with first letter. 
189 W. Madison St., Chicago Following territory open: Ohio, Indiana, IIli- 
nois, Kentucky, Arkansas, Missouri, lowa, Wis- 
consin, Minnesota, North and South Dakota, 
Nebraska, Kansas, Oklahoma and Texas. Cen- 
tury Shoe Co., Inc., Macungie, Pa. 


SALESMEN WANTED APORIERCRD Sa4.BEMEN WANTED 
o for California, Wasenawe. ats Idaho, 
Experienced men with following to sell high grade line of soft_sole leather po mg R aoy ~ by Bediord’ en to 
and satin slippers for the following territories: New York, Pennsylvania, Carlisle. Pa., who produce infants’, Children’s 
Michigan, Indiana, Texas, Wisconsin and Missouri. Wonderful opportunity to and Misses’ turns, patented welts and straight 
get the best line of its kind on the market. Address N-537, care Boot and Goodyear welts, and by Johnson-Baillie Shoe 
Shoe Recorder, 239 W. 39th St., New York. Co., Millersburg, Pa., who produce growing 
irls’, misses’ and children’s flexible McKays 
Wish to divide territory between two men 
Commission basis. Established trade. 
































ANTED—Side line salesmen for men’s in 
stcck five dollar retailers. Dress styles 
SHOE SALESMEN—ATTENTION direct from manufacturer.. Write giving ex- 
poe territory and present line. Address 
If you are open to take on fast selling side line of materials to the retailer, on commis- gy ened — Shoe Recorder, 207 South 


sion basis, we are looking for active, ambitious men. Excellent opening. 





Address B-988, c/o Boot and Shoe Recorder, 207 South St., Boston, Mass. Tee Wanileue, Grae sat yaoke _—. 
on seven per cent commission, Misses’, Chil 
dren’s and Infants’ Turn Shoes to Retail 
Trade. References necesary. Edward H 
Kennedy, 9 Furnace St., Rochester, N. Y. 


SIDE LINE SALESMEN WANTED THE following States available on popular 


Short Line Popular Priced Children’s turn Novelties. po. 1 yy et Ee ge 
‘ : . Ww 

SOUTH, MIDDLE WEST, NORTHWEST AND COAST England, New Jersey, Southern Pennsylvania, 

Straight 7% Commission. References, boundaries of territory, name of present Maryland, Delaware, Ohio, Illinois, Indiana, 
employer, must accompany application. Will not consider any except men Iowa and Pacific Coast. Can be carried with 


with established trade. Lines ready March ist. non-conflicting line. Satisfactory commission 
Good opportunity. References required. Ad- 


SCHUYLKILL SHOE CO., ORWIGSBURG, PENNA. dress B-959, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 




















5 Sona gg” SALESMES WAanteD for 
issouri, Kansas an inois by Bedford 
SALESMAN WANTED Shoe Co., Carlisle, Pa., who produce Infants’, 
NEW YORK AND BROOKLYN SIDE LINE SALESMAN Children’s and Misse#’ Turns, Patented Welts 
A ’ F and straight Goodyear Welts, and by Johnson- 
Opportunity for Live Wires Salesman selling jobbing and chain store Baillie Shoe Co., Millersburg, Pa., who produce 
nexcelled proposition to trade in South and West to take on Growing Girls’, Misses’ and Children’s Flexible 
Producers Women’s and Children’s short line sport and work shoes. Pupular McKays. Commission basis. Established trade 
Novelties and Staples prices. Address C-5, care Boot 
s and Shoe Recorder, 207 South 
ECLIPSE _— co., as W. B’WAY, St., Boston, Mass. IVE Wire Retail Shoe Salesmen throughout 











the United States, except New Engand, 
wanted for mdium priced novelty and stout 
ankle Goodyear Welt Shoes. Shipments can 
be made immediately from stock. Address 
B-992, care Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 


. . 








=n A Real Opportunity 
ea alesman i 
For High Grade Salesmen ANTED—Salesmen to sell our popular 


for entire state of Pennsylvania to sell To carry a superior line of fancy leather priced line of Children’s Novelty Shoes, 
large variety exclusive men’s permanent and satin novelty boudoirs as a side line. carried in stock. Turns and Stitchdowns in 
ie stock shoes. $3.00 throughout the line. a ge ge a. = = par- sizes from 5 to 2. McKays 5 to 8. First 
ve fu particulars in first letter. ’ ng reference and experience. Steps in turns and stitch " s 
Address H. Sclawy & Sons, 176 Address N-538, care Boot and Novelty in oo the coe = tg ee see 
Church St., New York City. Jeng Paweeten, 239 W. 39th St., commission. Following states open: Penn- 
yevdened sylania, Michigan, Illinois, Wisconsin, North 

and South Dakotas, Minnesota, Washington 
and Oregon, Arizona, New Mexico, Colorado, 


ALESMEN t Il si . - Alabama, Mississ ppi and T » Virginia 
S Sie Santen 1/3 on eee ew flexi and West Virginia, Only live wires need 
priced quality shoes in stock. feng, apply. Flexible Shoe Company, Rochester, 
Salesman wanted with a following to sell ticulars. 7 per cent commission. Maize N. Y. 

a low ae mappy line of ladies’ novel- Co., 420 St. Paul, Rochester, N. Y. 
ties, ur e a sure money maker . . 
for one who can produce. Our commis- pe ype WANT goto carry side line 
ae te dae ae Tf aed ae “ of popular price omen’s Novelty Shoes, 
oat cram mwas Oe aa ae a = — 4 ag rr mag Apply B-984, care 
ad cag i Reply WANTED ong a = oe Recorder, 207 uth St., Bos- 
first letter giving references and terri- Gentile salesman with established high 
tery desired.- class retail trade to carry a line of fine ; 
Children’s Turns. Very liberal commis- E have several openings for side line shoe 
SELWEL SHOE CO. = yt = —_, a, Peter and bb ——, _ Our See line consists of | 
d rrito 3 ress ribbon novelties, thinestones, leath 
130-132 Lincoln St., B-972, c/o Boot & Shoe Recorder, buckles, etc. When writing ee o full details 
Boston, Mass. 207 South St., Boston, Mass. in your first letter. Address B-985, care Boot 
- Shoe Recorder, 207 South St., Boston, 
ass. 
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~ §SALESMEN WANTED 


LINE WANTED 


LINE WANTED 





WANTED —Seleoman to handle the “Health 

Maker” children’s medium = shoes, short 
line. Territories open in the Middle West and 
South. Only salesman of experience and well- 
known to the trade will be considered. Straight 
commission basis. Give full details and refer- 
ences in first letter. H. F. MALOTT SHOE 
CO., 1915 N. Girard St., Chicago, Ill 





W ANTED— Real roducers in established ter- 
ritories ; Ohio, Indiana, Illinois, lowa, Wis- 
consin, also Georgia and Florida, to sell our 
up-to-date Infants’, Children’s and Misses’ 
Turn and Stitchdowns. Address with reference 
The Rehr Shoe Co., Orwigsburg, Pa. 








expense. 
profitable end of shoe 
neighboring states. 





MILLION DOLLARS ADDITIONAL BUSINESS FOR SOME SHOE 
MANUFACTURER! 


Prominent Sales Executive who has put one shoe line over very big now ready to do 
same for good manufacturer or several non-conflicting ones. Controls powerful selling staff; 
sells himself; capacity well over million annually. 
in world’s greatest market, metropolitan district, in double quick time and at minimum 
Wonderful opportunity for manufacturer who desires to sell retailers (most 
usiness) or for one who wants to invade New York district and 
Interviews solicited. Write to C-2, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 


Can put you on the “‘map’’ especialy 








LIVE Wire Salesman, 10 years’ with California 
trade wants shoe store and repair shop find- 
ings and novelties. Well acquainted, has car, 

ission Basis, best of references. Address 





POSITION WANTED 





T° a manufacturer of women’s or children’s 

shoes of the medium — looking for vol- 
ume turn-over in New York and New Jersey, 
a man of successful record, 18 years’ experience 
with large following, invites correspondence. 
Can establish New York office if necessary, and 
finance himself. Address N-533, care Boot and 
Shoe Recorder, 239 W. 39th St., New York 
City. 





Southern New England 
New York 
and 
New Jersey 


Are you getting all the business 
you would like to get in your city? 
If not, I can help you get it. 
Conditions require and I live in 
this section of New England. 
Twelve years’ experience in retail 
stores, buying, managing. If you 
have the ambition to make your 
concern the leader in your section 
it will pay you to learn more of 
this American, 30 years old, a good 
mixer, with a very good business 
education. By answering this ad 
you may get the ideas-you have 
been looking for. 

Address B-990, care Boot and 


Shoe Recorder, 207 South S&St., 
Boston, Mass. 











S ALESMAN who has covered the South and 
Southwest for a number of years now open 
for a proposition with a manufacturer of 
women’s novelty shoes. Address N-540, care 
Boot and Shoe Recorder, 239 W. 39th St., 
New York, N. Y. 





ALESMAN who has covered Louisiana, 

Texas, Oklahoma and Missouri, open for a 
popular priced line of men’s shoes to handle 
exclusively. Address B-995, care Boot and 
Recorder, 239 W. 39th St., New York, 





WANTED position as manager or experienced 

shoe fitter. Now working in a high grade 
shoe store as assistant manager. Wishes to 
make a change, has been in the shoe game for 
the last several years. For further interview 
address B-982, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 





M®:. MANUFACTURER—You want busi- 

ness. I can give it to you. For fifteen 
years have been successfully selling good paymg 
trade in New York City and suburban New 
York for large manufacturer .of men’s and 
women’s shoes. Have a real record for achieve- 
ment with large following and established trade. 
Open for proposition with live wire factory. 
Address N-536, care Boot and Shoe Recorder, 
239 W. 39th St., New York, N. Y. 





S HOE buyer, long experience, open for posi- 

tion. Twelve years’ department store buyer 
and last seven years Supervising Buyer for one 
of the largest mail order houses in the country. 
Best of reference as to character and ability. 
Reply B-999, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 


Ce 
C-1, care Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 


TTENTION MANUFACTURERS. Snappy 

line of popular priced McKays or turns 
wanted which can be be sold to the jobber, 
chain stores, also department stores in New 
York, Philadelphia, Baltimore and Washington. 
Also have office in New York City. Address 
N-539, care Boot and Shoe Recorder, 239 W. 
39th St., New York. 








WANTED by a go-getter from a progressive 
manufacturer or jobber, a real snappy 
novelty low priced line Women’s McKays, in 
stock, for Greater New York, New Jersey; well 
acquainted; car; finest references. Address 
B-993, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 








FOR SALE 





Successful Brooklyn shoe factory of 
long standing, with good prodaction 
for sale. Entire equipment and good 
will included. Unusually good oppor- 
tunity for an advantageous purchase. 
Act quickly. Address N-534, care Boot 
and Shoe Recorder, 239 W. 39th St., 
New York. 





SHOE Store For Sale. Good manufacturing 
city. Good location. Write for particulars. 
Alton Ills, 215 E. 8th St. 





WANTED on consignment line of men and 
ladies arch support and orthopedic shoes by 
an expert fitter for Chiropodist and medical 
trade in Chicago. A-1 reference. Address 
B-987, care Boot and Shoe Recorder, 189 W. 
Madison St., Chicago, IIl. 





SALESMAN, active, steady producer. Owing 
changed policy present employer at liberty 
March 15 or earlier. Six years’ road experience 
selling shoes. Pennsylvania, Maryland, West 
Virginia. What have you to offer? Excellent 
reference. Address B-991, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 








BUSINESS OPPORTUNITY 





NUSUAL — live — successful concern with 

some capital wants right manufacturer to 
join in opening women’s shoe departments. 
Address C-5, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 








WANTED TO BUY 








WANTED 
EXPERIENCED 
SHOE BUYER 


with thorough knowledge of mer- 
chandise and merchandising. One 
who can represent seventeen de- 
partment stores in group purchas- 
ing. Only a successful man will 
be considered. 


American Retailers’ Association, 
Inc. 
132 W. 3ist St., New York, N. Y. 

















FOR SALE 


FOR SALE—National Cash Register, five 
drawers. Serial No. 2103211, size No. 954 
(3) RS-E-5 F, walnut finish, electrically motor 
driven. Will sell at bargain. Has n used 
two years. Address B-970. care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 








FOR SALE—Shoe Store, town 15,000, central 
Neb $400.00. Stock 


raska. Fixtures . in- 
voices about $5000.00. Good trade established. 
A money maker. Very low overhead. Address 
N-525, care Boot and Shoe Recorder, 239 W. 
39th St., New York, N. Y. 


FOR SALE and 
FOR LEASE 


Two leased basement shoe depart- 
ments in ladies’ ready to wear 
stores catering to ladies’ novelty 
shoes, in main retail business sec- 
tion of St. Louis on Washington 
Ave. 

Will sell stock and fixtures, or 
separately, and sublease depart- 
ments. 

Reason for selling, owner wants to 
enter wholesale shoe fie 


Address B-997, c/o Boot & Shoe 
om, 207 South St., Boston, 
ass. 








SHOE FACTORY IN OHIO 


Plant 40 x 175—30,000 square feet on 

floor 3% acres of land, switch from 

Erie Railroad into the property. Located 

in the heart of industrial northeastern 

Ohio. For further particulars and price, 

ag W. J. Beckley, Ravenna, 
o. 








FOR SALE 


Main floor shoe department in 
ladies’ ready to wear store, cater- 
ing to ladies’ novelty shoes, in main 
retail section of St. Louis on 
Washington Ave. 

Will sell stock and fixtures, or 
separately, and sub-lease depart- 
ment. 

Reason for selling, owner desires 
to leave town. 

Address B-996, care Boot and 


Shoe Recorder, 207 South St., 
Boston, Mass. 








Established Shoe Store For Sale 


in Rhode Island, population 75,000, 
good location, reasonable rent, doing 
business, small stock. W 

Owner to Florida. 

B-986, 

corder, 207 South St., Boston, 
Mass. 
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FOR RENT FOR RENT FOR RENT 














FOR SALE 


Established Boot-Shoe. Southern Mich- 

igan college and manufacturing city, ten 

thousand population. Clean stock— 

modern front—low rent—good lease. 
Address B-0994, care Boot and 


Plumb in the Center of New York’s Shoe District! Address B-004, care Beet ond 


Boston. Mass. 











A first class sales office and display room in the heart of the New York 
shoe district. Wéill rent th’; exceedingly desirable space for one substantial 
line or to two non-competitive houses. For details address LABELS 











B-944, c/o Boot and Shoe Recorder 


239 West 39th St., New York City, N. Y. jOVE 


FOR LEASE SRE 
N=) 


a . as pad Cones 

of Buffalo. In the heart o : , nlad 

rtment 8 hop OR LEASE—Space in women’s and misses 

poy a eee  ¥. 50. F ready-to-wear store for high grade shoe de- The DISTINCTIVE and 

Apply 300 Bramson partment. Situated in bustling Central Ken- 

Bldg. Buffalo, N. Y. tucky city of 50,000 population. Store strategi- PERMANENT MARK 
cally located in center of business district. 


a —— Be gue — and Shoe 

rr : Re» > lb 

esgroomppte pach se ie ) Ds Fe oe OL Ea D 
SHOE department for ee ee WEAVI Nie CO. 


_™ infants’ and children’s. 
location. Doing a big volume of business. In Detroit—To Lease 
Established for years. Beautifully furnished, 33-39 W 34TH ST. NY.C 
fully equipped. Reasonable rental to responsible Exceptional opportunity to lease a five i ‘ a ee 
party. Ilson’s, 957 Southern Boulevard, New year established Men’s Shoe Department id Lod ak-mn s Ab-1 01 O)) F—30) ot ele) 
York, N. Y. for additional period of 8% years in one 
of Detroit’s best located and equipped 
_sabaai tea clad a aaa a ac iia A wg Ry ~~ — do- 
i = ing cas usiness. ontire cony, 
HOE DEPARTMEN r FOR RENT. In completely equipped with fixtures. Large 
~ one of the best ladies’ ready-to-wear stores outside front Show Case on Sidewalk and “TTRACTIVE 
in New Orleans, a City of 450,000. Want big plenty of window display space. Rent Sl} {OE r 4 ARTON XS 
operator; prefer one selling $5.00 and $6.00 includes light, heat, porter service, with 7 — 
shoe. Shoe Department now doing $90,000 personal attention. Snappy young men’s 
business. Department equipped to handle large shoes to retail at $ 6—$7. A big 
volume of business. xood window display. business can be accomplished. Immediate 
Address C-4, care Boot and Shoe Recorder, possession. Only responsible inquiries 
207 South St., Boston, Mass. considered. 
GABE LANG 


707 Broadway New York 


























clusive shoé trade 


PRICE-SERVICE-QUALITY 
THAT SATISFY 


— 


XA 








2 le, 


MISCELLANEOUS 





PACE to lease for popular priced ‘ladies shoe . peeed = es vee 
CUT STEEL S department in pol = 0 store in 100% loca- ae” hy coo 4 
tion, Worcester, Mass. Address B-989, care F eka tc oranee nies’ ure 

BEADED BUCKLES Boot and Shoe Recorder, 207 South St., Bos- Mf i ec ths gh Sy 


ton, Mass. 


ae) Soe 








and 








MISCELLANEOUS Complete -~ Ca 2 request, 











Exclusive Designs 
Reasonable Prices 


KOE CARTON 
OTC 


Wide Variety g 
Send fer sample selection 
PumapectpHia SHoe Novetty Co. a le Qe] DS 


anufacturers 
1210 Neo. 7th St., Philadelphia, Pa. 


We design and print most 


of those used by the Shoe Trade 
J j 








Com plele sel of samples onl re juest 


Retails 
sizes. 
SN LiL MFG. CO. ney 
9 fa. 


Genuine and Imitation 
ALLIGATORS 


Exquisite Pastel Colors with 
Gold or Silver Veins 


LEATHER DE LUXE CO. erent SY ORT OT 


47 West 34th St., New York 
| The advertising panne of = Root -— 
“Largest Importers , Recorder constitute an almost inexhaustible 
her. o wh nd what to buy. 
Sere we a | fy aaatest attention. 
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MISCELLANEOUS 


HOTELS 








Made Only of Wood 


for all lines 


IMMEDIATE 
SHIPMENTS 


Send for Catalog 
Tug Oscar Onnen Co 
Tiw. FOURT! $V. 
CINCINNAT?, ©& 
do not mere 
Metel intures oO . Coves 


4 


(ONKEN | 


ESTABLISHED !88O 4 





— 














Milbradt 
Ladders 


made for 40 yeare 
—| by the original in- 
| ventors. 


=] Made in all styles 
"jj to suit any shelving 
condition. 


cf 


i, 


= 
Ho 


Get our prices before 
placing your order 


Milbradt 


Manufacturing Co. 
2416 No. 10th Street 


ST. LOUIS, MO. 




















CUSHION 
TIRE 


rf 
ri 
s 
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clay 
ei 
fh 
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£ 
if 
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‘ 
>e 
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Greater 
Obligation 


A chain of hotels is under 
greater obligations to you 
than any single hotel could 
possibly be. And the great- 
er the chain, the greater the 
obligation. 

The United is the largest 
chain of hotels in the world. 
Each one of them must sat- 
isfy you in every respect or 
it reflects on all the rest. 
Our first object is to make 
your stay pleasant and to 
make you feel completely 
comfortable and at home in 
every United Hotel. Your 
pleasure is our pleasure as 
well as our obligation. 


The Roosevelt 
New York City, N. Y 
The Benjamin Franklin 
Philadelphia, Pa 

The Olympic 

Seattle, Washington 
The Bancroft 
Worcester, Mass 

The Ten Eyck 

Albany, N. Y 

The Utica 

Utica, N. Y. 

The Onondaga 
Syracuse, N. Y 

The Rochester 
Rochester, N. Y¥ 

The Seneca 

Rochester, N. Y 

The Niagara 

Niagara Falls, N. Y 
The Lawrence 
Erie, Pa. 
The Portage 
Akron. Ohio 


The TPurant 
Flint. Michigan 
The Robert Treat 
Newark, N. J. 


‘The Alexander Hamilton 


laterson, N. J. 

The Stacy-Trent 
Trenton, N. J. 

The Penn-Harris 
Harrisburg, Pa. 
The Mount Royal 
Montreal, Canada 
King Edward 
Toronto, Canada 
Royal Connaught 
Hamilton, Canada 
The Clifton 
Niagara Falls, Canada 
Vrinee Edward 
Windsor, Canada 
The Admiral Beatty 
St. John, N. B 


Of AMERICA 


{filiated 


American Hotels Corporation 
Operating Modern Hotels in Intermediate 


ities 


U.N.L T.L 
Operating System of Famous Old World 
Hotels 


UNITED HOTELS 











WANTED TO PURCHASE 


WANTED TO PURCHASE 








We buy quick and pay highest cash 
price for retail and wholesale stocks 
of shoes or any other merchandise. 
Quantity no object. 

For 30 years our specialty. 

Bank and mercantile references. 


BROOKLYN PURCHASING SYNDICATE 
FRANK 


WALKER, Proprietor 
610 Broadway, Brooklyn, 
Phone 








FOR CASH 


We offer you cash for surplus shoes, slow 

sellers, and manufacturers’ cancellations. 

Also buy entire shoe stocks. Quick terms. 
25 years in the jobbing business. 


MARTIN POSNER & CO. 
326 Church St., New York, N. Y. 
Phone Walker 5846 














THE NEW YORK EXPORT 
PURCHASING CORPORATION 





term leases 


confiden 


We also 





Wire or phone 


nishing goods, etc. 


HIGHEST CASH PRICES PAID 
for entire shoe stocks. We also buy 
your surplus or slow sellers. 
no object. Retail or whol 
taken off your 
us. Correspondence 
Established 1890. 

MAX GLAUBERG 
436 Grand Street, New York City 


tities 
e. Short 
hands. 


clothing, hats, fur- 
Dry Dook 0862 
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Armstrong, D., & Co., Inc., Rochester, N. Y. 120 


Bell Bros. Co., Biddeford, Me 

Best-Ever Slipper Co., Inc., Brooklyn, N. Y. 110 

Bliss & Perry Co., Newburyport, Mass... 11 

Blog Shoe Co., New York City 

Bridgewater Workers’ Co-operative Assn., 
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New and Used Chairs 


Save floor space 
and make your 
store more attrac- 
tive. 
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Finished in any 
color and recov- 
ered to match fix- 
tures or furniture. 


Peeeillninieie 


Stock always on 
hand. Shipped 
anywhere. 


Prices: From 
$2.00 each up. 


Crown Motion Picture Supplies 
Now located at 729 7th Ave. 
New York City 











WINDOW 
DISPLAY 
FIXTURES 


Made by 


Segall & Sons 


933 Arch St. 
PHILADELPHIA 


Are Business Getters 
Send for Catalog and Prices 

















WANTED TO PURCHASE 








CASH PAID 


for shoe stores or surplus stocks of 
Leases 


shoes or for other me 
taken over. We send a repre- 
sentative to investigate and make 


offer upon request. 


Phone Spring 5160-5161-5162 








CASH PAID 


tor entire shoe stocks or us stocks 
of shoes or other me \. 
quantity. Prompt attention given. 


KIRSCH-BLACHER CO., Inc. 
622-624 Broadway, New York, N. Y. 
Phone Spring 1443 











BOOT AND SHOE RECORDER 


Salesman Answers 


Dr. Bynum 


If Feet Are Turning 


Into Hoofs It’s Not 


the Shoeman’s Fault 


By J. Peter Costigan, Auburn, Me. 


years on a fitting stool, and it 

amuses me to hear such learned 
men as Dr. Bynum (see RECORDER 
of Feb. 13) try to tell us what we 
should do in our business. I won- 
der if Dr. Bynum has ever been 
called to a sick patient and diag- 
nosed his case as heart trouble, but 
was told by the patient that he (the 
patient) knew it wasn’t heart trou- 
ble, but kidney trouble. I wonder 
how long the Doctor would argue 
with the patient, if the patient in- 
sisted he had kidney trouble instead 
of heart trouble, which the Doctor 
was positive he had. 

Let the doctor run up against a 
case of this sort and he will have 
a faint idea of what the shoe peo- 
ple have to buck up against. 

I don’t believe there is a real 
shoe person today, in our shoe 
stores, who does not enjoy fitting 
shoes as they should be fitted. My 
idea of a wonderful position would 
be to work in a store where I could 
refuse to sell a customer shoes un- 
less they were fitted to my satis- 
faction. But that would be im- 
possible, for I would be called 
discourteous by the customers I re- 
fuse to ill-fit. 

If Doctor Bynum would spend a 
day in the average up-to-date shoe 
store he would see how much more 
satisfied is the shoe person who is 
waiting on a customer that is very 
anxious to be fitted correctly. How 
eagerly he answers questions and 
gives reasons for this size on that 
style and the other size on a dif- 
ferent style. And see how confi- 
dently he takes the money for the 
shoes and escorts the customer to 
the door. He is very happy, be- 
cause he knows the customer will 
be very happy with the new shoes. 

Let Doctor Bynum see this same 
clerk with the next customer—the 
one whose feet are gradually turn- 
ing into hoofs. Customer com- 
plains of feet hurting, “must be 
the shoes are ill made”; toes are 
cramped on the sides, “that other 


| HAVE worked the past twelve 


clerk must have given me a D in- 
stead of double E; please give me 
something wide enough this time,” 
or she will never come into this 
store again. 

Perhaps, like Doctor Bynum, the 
shoe person can diagnose the case 
as “too short shoes” immediately, 
but he holds his counsel until he has 
taken her measure, and impres- 
sions of her foot, perhaps, and fur- 
ther examines her old shoes. He 
hesitates to break the sad news to 
her that she has a very bad case of 
short shoes. “Madam, I can fit 
you so you shall have perfect 
comfort.” “Well, that is what I 
want; the clerk who sold me that 
last pair said the same thing, but 
I never got a single moment’s 
comfort with them.” 

The clerk, learning the style the 
customer wants, goes to his stock 
and brings out the style she wants, 
a size and a half longer than her 
old ones and two widths narrower. 
A perfect fit! “What size is that 
shoe?” The shoeman names size. 
“Oh, my gracious! I never wore 
that size in all my life. I want the 
same size as the shoes I just took 
off, only wider; if you haven’t got 
that I don’t want anything.” 

If, after a half hour of arguing 
with his patient without changing 
his patient’s mind about his ail- 
ment, would the Doctor leave and 
send no bill? 

Now to my mind the 75 per cent 
of the American people who, ac- 
cording to Doctor Bynum, have 
foot trouble, are of the latter type 
customer I have just illustrated, or 
else they don’t patronize stores 
where shoemen and shoewomen are 
employed. 

There is a difference between 
clerks and shoemen and_ shoe- 
women, and if Dr. Bynum will 
send any of his orthopedic patients 
to a store where shoemen and shoe- 
women are employed he needn’t 
worry about their feet turning into 
hoofs. 
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ERE is an opportunity that is better than 

any “success story” you ever read. It 
doesn’t depend on lucky accidents, peculiar cir- 
cumstances or personal favoritism. 


Wanted: 


Men Who Can Grow 
Into a Partnership 


The sort of men who will answer this advertisement. have 
gone as far as their jobs will let them. They want more 
responsibility, more independence. They will be interested 
in this Organization, which has grown because its Associates 


have grown. 


Salesmen are trained to become assistant managers and then 
managers. They are then admitted into partnership in those 
stores which they help to create (capital for which is ad- 
vanced and can be paid back out of earnings). Everybody’s 
progress depends upon training the man below to take a 


bigger place. 


Growth of the J. C. Penney Co. 
Reveals Your Opportunity 


ROM the original J. C. Penney Co. store opened in 

1902, the institution has grown to 676 stores in 44 states. 
The sales in 1925 were $91,057,120.44. The Company opened 
115 stores in 1920, 59 stores in 1922, 104 stores in 1923, 96 
stores in 1924 and 105 stores in 1925. Every new store 
means a salesman promoted to managership. 


| If you are this man 
| WRITE or CALL! 


' The man, in whom we are especially interested, is 
under 35 years of age and has had some experience 
in general or small department stores. He has not 
had the chance to show his real ability. He is 
familiar with one or more of the lines we sell—dry 
goods, ready-to-wear clothing, furnishings, shoes. 
No money investment required but a real ability in- 

! vestment demanded. If you think you measure up 
to this OPPORTUNITY, write to our nearest office 
for booklet, “The Next Ten Years.” 


J(cPe 


330 West 34th Street 
1205 Olive Street 


A NATION-WIDE 
INSTITUTION- 


enn NT STORES 


New York City 
St. Louis, Mo. 
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The Advertising 
of Armstrong 
Shoes 


Good Housekeeping 


is read by 
The Leaders 


Among the women of your community 


By “The Leaders’’ we mean those 
women who have come to be recog- 
nized among their neighbors, among 
their associates, in their clubs and in 
society as authoritative in matters of 


dress, etc. 


What they do, other women do; what 
they wear, other women copy. 


Investigation has shown that more 
than half of Good Housekeeping’s cir- 
culation is among the wives of Execu- 
tives, Professional Men and Mer- 


chants. 


We are reaching just the Quality 
Trade you like to cater to and are 
constantly referring inquiries to Arm- 
strong Dealers. 


If interested write or wire for sample 
line of latest styles. 


D. Armstrong & Co., Inc. 
155 Exchange St Rochester, N. Y. 
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